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HARD COAL AND 
COKE RESULTS 
From Ordinary Soft Coal 


Made possible -E >-_—_—_—_—_—-—-—-—=-> 


GUCCESSFUL Ee a 


grades of soft coal is not an experiment with 


the WEIR Furnace —It dates back to August The Famous 
Ist, 1882, and in its forty-three years since, the 


* 
correctness of this pmnciple has been proven Tt 
conclusively. el 

This WEIR feature has been widely imitated, 
but never equalled. Today when other furnaces GAS AND SOOT 
require high-priced fuels, thousands upon thou- CONSUMING 
sands of WEIR users enjoy hard coal and coke Fire Pot 


results from ordinary soft coal. 
An exclusive patented 


E Gas and Soot Consuming Feature 

is not an appliance or an afterthot, 
but an integral part of the WEIR Furnace 
itself—a feature that helps the dealer sell 
WEIR Furnaces and keeps his customers 
delighted with their fuel economy. 


Write for a wo, ‘WEIR Book 
copy of the 


GheMEYER FURNACE Co. 


Peoria-Illinois 
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MAKES FURNACES TIGHT 


PECORA FACTS Sixty years manufactur- 
| 4. tron wit mr | Ing experience has en- 


* where this ce- 


mentwiitart. | abled us to develop Pecora 


Makes a tight 


ae Asbestos FurnaceCement 


Pecora is odor- 
© less. 


tiseaytoue | to the highest degree of 


* and economical 


Dose not shrink | Cement efficiency. 


* in joints. 














Its heat resisting qualities, 
non-shrinkage and ease of application 
are some of the points that have caused 
its use by quality manufacturers and 
installers. 


TELL US YOUR NEEDS 


PECORA PAINT COMPANY 


Fourth and Erie Avenue 


PHILADELPHIA, PA. 


EST. 1862 BY SMITH BOWEN INCORPORATED 1911 
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The SUPER-SMOKELESS Furnace 
is the only really smokeless 
furnace on the market. It 
brings satisfied customers and 


earns big profits. 














Cutaway View of 
SUPER-SMOKELES FURNACES 


What The SUPER-SMOKELESS 
Does For You! 


IS is what the SUPER-SMOKELESS Fur- 


nace does for your customers :— 


1. Burns Soft Coal smokelessly. 

2. Utilizes the Smoke and Soot as Fuel. 

3. Eliminates Dust and Dirt through the House. 
4. Gives More Heat with Less Fuel. 

5. Insures Healthy Living Conditions. 

6. Saves 1/3 of the Owners Fuel Bill. 


And this is what it 
will do for you: 


1. Enable you to get a real price. 
2. Insure increased sales and bigger profits. 


3. Secure satisfied customers who bring future 
business. 


4. Place you above ordinary competition. 





5. Bring more customers and bigger business. 
6. Put you in a position to reap large rewards. 


Under our new Utica Merchandising Plan, our rep- 
resentatives, co-operate closely with our dealers and 


/ help them sell the furnaces they buy / The SUPER- 


SMOKELESS Furnace plus our close co-operation 
make an unbeatable combination in securing more 
and better business. 


UTICA HEATER COMPANY 


UTICA, N. A Y. Manufacturers of the CHICAGO, ILL. 
CELEBRATED LINE OF WARM AIR FURNACES FOR EVERY HEATING NEED 














UTICA HEATER COMPANY, Utica, N. Y. 
Gentlemen: 


Please send, without obligation to me, complete information 
about your SUPER-SMOKELESS Furnace and the new UTICA 
MERCHANDISING PLAN. 





Published Weekly by American Artisan and 
Entered as Second Class Matter June 25, 1887, 


Record, 620 Seuth Michi Avenue, Chicago, Illinois. 


Hardware 
at the Post Office at Chicago, Illinois, under act of March 3, 1879. 
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You Can Meet 
Every Requirement 


‘THE VERNOIS 

line includes 
both Pipe and 
Pipeless Furnaces. 
You can offer ev- 
ery home owner 
the precise type, 
style and size of 
furnace that will 
give best service in 
the building where it 
is to be installed. You 
can meet price com- 
petition with a quality 
furnace that will de- 
liver ample heat with- 
out fuel waste. 


Pipe and Pipeless Furnaces 

are built for durabil- 
ity and efficiency with 
big radiators, extra 
heavy combus- 
tion domes, 
two-piece fire- 
pots and other 
construction 
features that in- 
sure customer 
satisfaction. 
Write for cata- 
log A-8 and 
dealer proposi- 
tion—now. 


MT. VERNON FURNACE & MFG. CO. 
MT. VERNON, ILL. 





The ‘“‘GEM’’ of the World 


































Take this ‘“‘GEM”’ story to 
your prospects and you can 
make extra sales now. 


ITH this high quality, low priced 
‘“GEM” dealers are grabbing off 


sales that otherwise couldn’t be touched. 


With the “‘GEM” you offer up-to-date 
exclusive features and top notch qual- 
ity at a price that makes competition 
almost impossible. 


MPARE these “GEM” features with 
those of the competitive furnace you 
are now selling and see how much ahead 


the “GEM” is 


“GEM” radiator—made by a new, better method 
of moulding with green sand core. Better quality 
and absolute uniform thickness. One-piece. 
“GEM” combustion oa 5 > ’ pn correctly, 
heavy and properly proportion 
Immense heati surface. siti double feed door 
has seal-tight e at top and bottom—insures 
absolutely gas-tight joints. 
“GEM” fire-pot is in two pieces with the lower 
t slotted. Extra heavy and extra deep tight 
oints. Ribbed pot if desired, 


A good sized pan with hinged lid. 


“GEM” grates are clinker proof, easily operated 
and the most reliable on the market. Lever 


shaker handle puts action into entire pante. Also 
furnished with triangular bar grates if desired. 

Large, correctly shaped ash pit and is one-piece 

base ring attached. 


Every “GEM” is OVERSIZE—measure them and 
see for yourself. 

The “GEM”. is easy to case—plenty of room to 
pao casing to front te make quick and per- 
ec 















































MANUFACTURER and Mer- 
chandiser of Stove and Fur- 

2} nace repair parts having to va- 
cate the premises now occupied, has 
concluded to retire from business and 
offers for sale his entire and extensive 
equipment of patterns, also stock of 
Stove and Furnace repair parts. 
Everything im good manufacturing 
and merchantable shape. A favorable 
opportunity for those desiring to en- 
gage in the business or add to their 
existing equipment. Attractive prices 
and liberal terms to responsible part- 
ies. Correspondence solicited from 
those interested. 


ROBINSON FURNACE CO. Address 
205 West Lake Street Chicago, Ill. J. Q. W. yA American Artisan 


Have us tell you about “‘GEM”’ prices 
and the “GEM” agency—write today. 














5 W\\ Wy . . . s 

= Z 620 S. Michigan Avenue, Chicago, Illinois 
=e = 

TW 

















Say you saw it in AMERICAN ARTISAN—Thank you! 
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The wy Choice-- 


The Niagara is unquestionably a dealer’s furnace. 


It is mounted and assembled in the plant enabling the 
dealer to assure his customer quick re-assembling without me- 
chanical delay. It is priced right and sells readily. The cus- 
tomer buying it is a new friend won for the dealer by its 
performance. That is why Niagara is today the dealer’s choice. 


The Niagara is built to serve thru years of heavy use with- 
out repair. Every material used in its construction is labora- 
tory tested to insure satisfaction. 


We stand behind all our dealers with the kind of coopera- 
tion that actually brings in the business. 


Write or wire us for details 


The Forest City Foundry & Mfg. Co. 


1220 Main Avenue Cleveland, Ohio 














3 The furnace that 
r-——— will make your 
profits grow— 








TUDY furnace construction more thoroughly 

than you have been and see if it isn’t a fact 
that the men who do the most business and make 
the most profits are the men who sell HIGH 
QUALITY furnaces. 


“HOME COMFORT” 


Steel Furnaces 


have been making satisfied customers and bigger 
profits for warm air heating contractors for many 
years for just one reason—QUALITY. This illus- 
tration shows the action of the “Home Comfort” 
gas and soot consuming feature. This is just one 
of the several new improvements on this favorite 
furnace and just one of dozens of real features that 
appeal to the man who wants a furnace that will 
give more efficient and longer years of the best type 
of service. 


Write today for our complete catalog and 
our booklet—“The Joy of Home Comfort” 


ST. LOUIS HEATING COMPANY 


2901-11 Elliot Avenue St. Louis, Missouri 
PITTSBURGH DISTRIBUTOR 
Wagener Bros., 8605 East Street 




















Mention AMERICAN ARTISAN in your reply—Thank you! 
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YOU CAN WORK 


FASTER WITH 
HANDY PIPE 


—a fact that insures a 
maximum of profit from 
each job. It is made 


RIGHT—and it is 
“HANDY” to get from 


jobbers in every section 


of the United States. 


F. MEYER & BRO.CO. 


Peoria, Ill. 


1311-13 S. Adams St., 


May 1, 1926 


If It’s Repairs For 
STOVES, FURNACES 
OR BOILERS— 


WE HAVE THEM 


Send for Our Illustrated 
Book of Order Blanks Today 


ORTHWESTER CHICAGO 
STOVE REPAIR CO. ILLINOIS 





BOLTS 


WE MANUFACTURE A COMPLETE LINE 
OF BOLT PRODUCTS, INCLUDING STOVE 
BOLTS, CARRIAGE BOLTS, MACHINE 
BOLTS, LAG BOLTS, NUTS, ETC. ALSO 
STOVE RODS, SMALL RIVETS AND 
HINGE PINS, CATALOG ON REQUEST. 














THE KIRK-LATTY MFG. CO. 


1971 W. 85th St. Cleveland, O. 


PATTERNS 


FOR STOVES AND HEATERS  ,x woop ana mon 
VEDDER PATTERN WORKS ‘“*"’:;;°"° TROY, N. Y. 

















IRON AND WOOD 


STOVE PATTERNS 


QUINCY PATTERN COMPANY 


QUINCY, ILLINOIS 


PATTERNS io. roves 


THE CLEVELAND CASTINGS PATTERN COMPANY 
CLEVELAND, OHIO 














Read This Practical Book NOW 
SNOW’S FURNACE HEATING 


(En:arged Revised Edition) 


4 book that deals with the different types 
furnaces, their construction, proper loca- 
tion and setting together with furnace fit- 
It is the standard authority. 
is new edition contains a chapter cov- 
ering the main features of one pipe or pipe- 
less furnace heating, which has become a 
ey 8 in warm air heating. 
te—Furnaces: House Heating, 
bination Systems; Air, Heating 
ites of School Buildings; Heuting of Pub- 
Buildings, Churches and Stores; Fan 
| BH. Combination System; Temperature 
Control; Estimates ~ gp Fuels; 
 ——_ Tables and Data; 
«8; Miscellaneous Notes, from i 4 
ee A Furnace Heating. 


Pages 
PRICE. $3.00 i i pate catalor of books.” 











AMERICAN ARTISAN ® $;,Michienn Avenue 





Mention AMERICAN ARTISAN in your reply—Thauk you! 
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MAMERICAN 
MREGISTERS WIECHERT 


are 
o\ d 


thoroughly inspected and be- 
fore leaving the factory must 
come up to the 


7 AMERICAN STANDARD, 
which assures you the highest 
ae] quality. 


if] THE AMERICAN WOOD 
i REGISTER CO. 
PLYMOUTH, IND. 


















—count the “Kicks’’ and complaints 
you've had on furnaces. How many on 
Wiechert Furnaces? NONE that were 
due to poor workmanship, poor ma- 
terial or an inferiority. Wiechert Fur- 
naces, especially the No. 20 Series Pipe 
Furnaces and Heavy Duty Furnaces, 
are made to heat any house or store 
comfortably and on a smal! amount of 
fuel. You can not break them up with 
rough use—they are built for the in- 
experienced man to fire. 


Sell Wiechert Furnaces and collect 
the profits of cash and good will. Our 
discounts make the cash profits big 
—and the good will just grows big. 
















EXTRA 



















Write today and have us teu 
you more about them. 














St. Clair Foundry Corp. 
Centralia, Ill. 








No. 20 Series Pipe Furnace 
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Yes, we admit 
it’s Attractive 
it’s Efficient 































































it’s Economical ( 
it’s the Vol-Yum register = ~ | I iN 
for volume Furnacework awe oe 
for volume Profits. " BY 
Mail coupon today for interesting prices and information. 7S 
—_— ee ee ul 
ock Island Register Co., " a! 
Rock Island, Ill. FUSS 
you may send your interesting prices and infor- " Aa 
mation on Vol-Yum registers. Pe ona) aN 
Name ......... Pon 3 wie Se re Oe NEL was 
Street No. ......... 12 

















a 











Say you saw it in AMERICAN ARTISAN—Thank you! 
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100% Free Air Capacity 

















The 
Improved 


STEARNS 
REGISTER 


Just Out— 




















HE finest job of free air capac- Features: 
ity designing on the market. 100% Free Air Capacity 


The enlarged openings have increased the free 

N ] h air capacity so that = oo can gucenes full 

— capacity. For example Baseboard Register 

0 '0sS of strengt has 73 sq. inches and is intended for 9 pipe 
which has a capacity of 63”. 





No loss of neat appearance— . , 
f PP Exclusive Patented Operating 
; _ Device 
It s the one register that gets the te Ber nee device of its kind on the 
: : market. t does not use springs or tension. 
air across and still does not look Simple and eMective 
like 2 hole in the wall. Write for Superior Finishes 
lis Oo i i The highest type of finishing is used on Stearns 
t capacity ace today. Registers. They are furnished in all the regular 
‘ ie electro-plated effects. Also finished in popular 
Our production facilities have lacquer finishes such as Brush Brass, Antique 
Brass and in perfect replica of Oxidized Copper. 
been increased and we can now These lacquer finishes sell on same list price as 
t k f dditi | b 2 White Japan. 
ake care Of a iti0ona usiness. ° ° 
Quality Construction 
See the Improved Stearns Regis- Stearns Registers are sturdily constructed in 
every respect. They are exceptionally good look- 
ter now. ing and suitable for the finest homes. 
Sales Policy Lowers Cost 
Our selling plan Saves you money. Let us send you a sample together with our prices. 


We will show you how you can buy first quality 
registers at a saving by taking advantage of our 


Write for our catalog and prices. sales policy. 


























STEARNS REGISTER COMPANY 
617 Fort Street Detroit, Michigan 








Mention AMERICAN ARTISAN in your reply—Thank you! 
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Five Reasons Why 


O register has ever had the backing of stronger 
selling points than those behind the T&B 


Cobble Face. 


Here are a tew of them: 
1 COBBLE 


1. A face with a non-slip grip. 





Style 80 
Cobble Face Register 








2. An artistic finish of Tanbo antique which wears 
PATENT APPLIED FOR and wears and wears. 

A close fit with the floor. The rolled edge makes 
a smooth joint. 

4. Matches the Cobble Cold Air Face, Style C. A 


harmonious whole for the home. 


o>) 


Reduces the stock you carry and brings you quick 
turn-over. 


Wa 


Write usand we will gladly give full details regarding 
T &B Cobble Face Registers, Style 80, also Cobble 
Cold Air Face, Style C. 


TuTTLeE & BAILEY MFs Co. 
Makers of ‘Registers for So Years 


BOSTON NEW YORK CHICAGO 
KANSAS CITY, MO. BRIDGEBURG, CANADA 


T ‘“ Registers 


and Grilles 











Mention AMERICAN ARTISAN in your reply—Thank you! 
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wer Spam 


AN ACHIEVEMENT 


' An ensionaters note regarding service to readers of American Artisan. This 

is now nearing the completion of a —— century of service. For almost fifty years t# 
catered to the needs the men im the industries which it represents. At no time during 
its long and succe. career has AMERICAN ARTISAN eg" in a better position to render 
complete, adequate service to its readers than it is. . Iw addition to the matter con- 
i ee ee ey ee ervice Departments for the use of 
our readers. If you have a problem to solve, we courteously invite you to submit it to us 
for solution. In what better way can we learn of your problems than from you direct? 
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The Convention 
of 


The National Association of 
Sheet Metal Contractors 


Louisville, Kentucky, May 24 to 28 
will be reported (as usual) in full detail in AMERICAN ARTISAN 


issue of 
May 29th 


This Coreen sane to be one of the most valuable and best attended 
National Sheet Metal Conventions on record. 

The story of this Convention will be of x a interest to every live sheet 
metal contractor and warm air furnace dealer in the country and they will 


look tt AMERICAN ARTISAN for the earliest and most complete report. 


Manufacturers and Jobbers will find the May 29th issue of AMERICAN 
ARTISAN, carrying this Convention report, an especially desirable 
number for reaching the most worthwhile ety 


AMERICAN ARTISAN 
620 South Michigan Avenue _ Chicago, Illinois 














When writing mention AMERICAN ARTISAN—Thank you! 
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The New Masonic 
Temple, St. Louis, Mo. 
Height 170 ft. Length 285 
ft. Width 150 ft. Cost 
$4,000,000. Architect, 
Eames & Young. 100 
tons of Nesco Sheets 
already used in heating 
and ventilating system 
now being installed by 
Sodemann Heat and 


Power Co., St. Louis, Mo, 














100 TONS of oe 


> For Ventilating and Heating 





Z” THE huge quantities of Nesco Sheets used for 
roofing, siding and general outdoor work misleads 
some sheet steel buyers. They think of Nesco Sheets 
in terms of these uses alone. The choice of Nesco 
Sheets for the heating and ventilating system in 
the imposing building above illustrates one of the 
many other uses for which Nesco Sheets are con- 
stantly specified. This, by the way, is one of the 
largest ventilating jobs ever installed in St. Louis. 
Better Service to the Far West, South West and Central West on regular or Copper Bearing Steel. 

NATIONAL ENAMELING & STAMPING Co., INC. - GRANITE CiTy STEEL Works - GRANITE Crry, ILL. 


Chicago - Dallas - Davenport - Denver - Kansas City - a 
Memphis - St. Paul - St. Louis - Salt Lake City - San Francisco - Seattle 


SAERLALERG 


NESCO 


Galvanized, Blue Annealed and Black Sheets + Plates and Tin Plate 


SHEETS 


Mention AMERICAN ARPISAN in your reply—Thank you! 
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Copper Roof Gives 
Quarter Century 
Uninterrupted 
Service 


By Georce J. DuERR 


HE Illinois State Fire Marshall 

has stated this week that the 
fire loss for the first three months 
of 1926 is $9,387,930. During the 
month of March alone the firg loss 
caused by sparks falling on roofs 
made of combustible materials ran 
considerably over the $150,000 
mark. The defective flue and chim- 
ney was responsible for approxi- 
mately another $150,000 loss. 

These figures, particularly those 
concerning the losses caused by 
sparks falling on the roof, tell the 
story of destruction that is constant- 
ly going on. 

But to the sheet metal contractor 
they do more than tell a tale of woe. 
They provide for him an excellent 
sales story which he can use to con- 
vince prospects of the superiority of 
the sheet metal roof—either sheet 
steel, sheet copper or sheet zinc. 

The customer immediately goes 
to work and compares prices. He 
tells that the original cost of other 
roofing is less than sheet metal. The 
labor costs of putting a sheet metal 
roof on are greater. He is building 
for quick sale and, therefore, has no 
interest in permanence of construc- 
tion. 

- You wait patiently until he has 
exhausted every possible argument 
against the sheet metal roof in favor 
of the cheaper material. You then 
come forward and present the 
thonthly fire loss of your state, 
showing just what chances he is 
running of losing his property be- 







Tower of St. Francis Hospital, Peoria, Illinois, Dome of Which Is Roofed with 
16-Ounce Copper 


cause of the combustible material he 
has used. 

You then show Mr. Prospect how 
much higher his insurance premium 
is with the cheap roofing material 
than with the sheet metal roof. If 
the building is a farm structure, in 
all probability you would stress the 
fact that with sheet metal no light- 
ning rods are necessary as the roof 
itself and conductor pipe provide a 
path on which the electrical dis- 
charge is carried harmlessly off to 
the ground. 


After this had been allowed to 
penetrate, the fact that no repairs 
are necessary on a sheet metal roof ; 
whereas, with other types of roofing 
the repair expense mounts to a con- 
siderable item before the roof must 
be replaced. 

The cheaper roofing materials are 
entirely out of the class of sheet 
metal. They cannot compete suc- 
cessfully with sheet metal either in 
service or in ultimate cost. 

This fact is very forcibly brought 
out in the accompanying illustration. 
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This is a photograph of the elegant 
copper covered tower, which tops 
the St. Francis Hospital at Peoria, 
Illinois. The structure was erected 
by the Peoria Stone and Marble 
Company. 

It was completed in 1902, at 
which time the tower dome was 
covered with 16-ounce copper by 
Max Jennings, a sheet metal man. 

Flat seams were used. Since 
erection no repair work has _ been 
necessary on the tower, painting or 
otherwise, with the single exception 
that the cross at the very tip has 
been regilded once. 


There is a record of 24 years of 
service with the original cost the 
only cost. What wood or composi- 
tion roofing can offer a similar rec- 
ord of service? And that’s not all. 
The roof on this tower dome is ex- 
actly as good today as it was when 
erected. Should the building be 
torn down, the copper covering the 
dome could be used elsewhere for 
another quarter century or more. 
Has anyone ever seen a wood shin- 
gle or composition roof that could 
be taken off after a quarter century 
service and made to do further 
service ? 


Tom Reynolds Thinks Liverpool 
Stack Bottom Should Be Open 


This Prevents Collection of Soot, 
Salt Water and Other Foreign Matter 


OM S. REYNOLDS of the 
Tom S. Reynolds Sheet Metal 
Works, Portland, Oregon, has 
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Figure 1. 





something of interest to offer on 
the Liverpool Stack problem. He 
writes as follows: 

To AMERICAN ARTISAN: 

I am greatly interested in the 
several articles that have appeared 
in recent issues of AMERICAN 
ARTISAN on Liverpool stack heads. 


I have had quite a little experience 
with them for galley stacks, down 
draft chimneys and ventilating and 
wish to offer a suggestion that is of 
vital importance in the manufacture 
of these heads. An old sea cook 
who had sailed the seven seas for 
forty years whispered it into my 
ear and I am passing it along for 
what it is worth. 

The point the old sea cook made 
was that a water pocket should be 
avoided at the bottom of the stack. 
If an opening is not made in the 
bottom of the stack, rain and salt 
water gets into it and soon rusts it 
out. If the stack is on the galley 
of a ship, the ship will often roll, 
permitting the water to go down 
inside. In addition to this the head 
is easier assembled if tubes and 
bolts are used, leaving the bottom 
open for the water or smoke to 
escape, while leaving no place for 
soot to accumulate. 

I also find it easier to assemble 
by seaming a leach on the stack 
proper and bolting the head on the 
bell to it. If a neat looking job is 
wanted, then single seam a cap on 
the top of the bell after bolting the 
two heads together. 

Also turn outwards, both on 
stack and bell, a 5/16 inch edge at 
an angle of 45 degrees on each side 
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of the openings, and a 5/16 edge 
turned inward and hammered flat 
at the top and bottom of the open- 
ings to act as stiffeners. Also turn 
out the same at the bottom of the 


Figure 2. 


bell to a 5-degree angle for the same 
purpose. 

The area of the openings in the 
stack must not be less than the area 
of the stack, but need not be any 
greater. The openings in the bell 
must be staggered to openings in 
the stack. I submit this with all 
respect to Mr. Kothe and Mr. 
Cotton. 

The following is the key to the 
diagrams shown with this article. 


In the diagram, figure 1, “a” is the 
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Showing Water Pocket. 


cone tip seamed on for purposes of 
shedding water and also for the ap- 
pearance of the stack; the % by 
4 3/16-inch round headed stove 


bolts used are shown at “b’”’: “‘c” is 
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the bell; “d” shows the stove bolts 
used inside of the tube spacers; “e” 
shows the opening at the bottom to 
let out water and smoke as de- 


scribed in the article; “f” is the 
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stack. In figure 2, “d’” again 
shows the stove bolts used; at “g” 
the edges of the openings, which 
are staggered, turned out at an 


angle of 45 degrees. 


Nu Dura Dinner at “Philly,” April 
26, Big Success 


Speakers Divide Time Be- 
tween Wit and Seriousness 


By Wituram C. WHITE 


HE Roofing, Metal and Heat- 

ing Engineers and the Metal 
Club held their annual “Nu Dura” 
banquet in Philadelphia, on Monday, 
April 26th, at the City Club in 
Broad Street. A very large gather- 
ing participated in the evening’s 
round of business pleasure. The ad- 
vance propaganda and song sheet 
put into shape by Secretary Ritter 
was commented upon for its merit. 
The slogan used on the song sheet 
was, “The Tin You Love to Touch,” 
scrolled around a roll of Nu Dura. 


The toastmaster of the evening 
was no other than William E. Hop- 
kin, who has been associated with 
the industry for a good many years. 
After an excellent meal was served, 
during which music was rendered 
by the Nu Dura orchestra, and solos 
by “Dick” Hanlon, the toastmaster 
called on Warren J. Carter. Mr. 
Carter discoursed on the subject of 
“Distribution.” He told of his 40 
years of experience in the industry, 
during which time he has made a 
careful study of it, he was in a posi- 
tion to know what the industry 
needed, especially the sheet metal 
contractor. 

“The Buyer and Seller of sheet 
metal products must be more closely 
brought together in their relation- 
ship and in this way create a more 
coéperative feeling.” What he had 
in mind for the future betterment 
of the contractor was to increase 
business; protect the sheet mietal 
contractor from outside detriments ; 
elevate the industry to its proper 
plane and assist in every possible 
way to have sheet metal products 
displace the many substitutes that 


have taken the place of sheet metal. 
He spoke of Philadelphia as the 
Wonder City in which the first iron 
mill was operated; the first organi- 
zation of the sheet metal contractors 
was formed 21 years ago and of the 
harmonious way in which all distrib- 
utors and contractors work. He 
brought out many convincing facts 
that have proved beneficial to the 
sheet metal contractor. A _ picture 
was displayed showing where a fire 
had gutted a school house, but the 
roof made of sheet metal not only 
confined the fire to the building, but 
kept it from spreading to adjoining 
property. “Hints like this would 
convince the home owner of the 
value of a sheet metal roof.” In 
concluding, he advocated the use of 
Nu Dura by talking it, showing and 
selling it. 

The next speaker called on was 
M. J. Lenihan, who talked on 
“Trade Efficiency.” On June 11, 
1926, he will have been in the indus- 
try 37 years. He digressed long 
enough to tell of his entrance into 
the “tinkers” business which was 
not a matter of choice but of.com- 
pulsion, as he was “out of a job,” 
but has !ong since that time appreci- 
ated its position among the leading 
industries. His brief talk was full 
of “straight - from - the - shoulder” 
business facts. He advised all to set 
a standard for each year, and to 
exceed this shows progress.” Study 
your prospective customer, his char- 
acter and his ability to pay. Respect 
the right of others. Pay all obliga- 
tions before you yourself take any 
profits. Do your work on a profit- 
able basis. Don’t complain if all 


wn 


your bids are not accepted. Don’t, 
force a product on a customer un- 
less you know it is to his advantage. 
Give the customer what he or she 
wants. 

Toastmaster Hopkin then called 
on Howard J. McGinley, president 
of the Metal and Heating Engineers, 
who discoursed on the subject of 
“The Selling of a Nu Dura Roof.” 
He brought out the many advan- 
tages of Nu Dura for roofs over 
other metals, one outstanding fea- 
ture in particular being its lightness, 
and urged all to get in line and push 
this remarkable product, Nu Dura. 
He also spoke of the scarcity of all 
round sheet metal workers. “Until 
the apprentice is made an attractive 
proposition, both as to conditions 
and wages, he will not stick. 
Although the vocational schools are 
turning out graduates, most of their 
experience is theoretical. What the 
industry needs is graduates from the 
helpers’ bench.” He urged more 
cooperation between Mill and Sheet 
Metal Contractors. 

Mr. McGinley is a “hundred per 
cent” for Nu Dura, which so far has 
gone way over the top, and asked 
the codperation of all to make 
Philadelphia a City of Nu Dura. 

Albert L. Moise, a lawyer by pro- 
fession but a good story teller by 
choice, was then asked to say some- 
thing. Intermingled with his many 
side-cracking stories were some real 
business principles. “Build your 
business on a bed-rock of Character. 
Don’t wait until you have a law suit 
before hiring a lawyer; pay him to 
keep you out of court,” were some 
of his suggestions. He said the rea- 
son why the big corporations usual- 
ly win their cases is due to the fact 
that they hire lawyers at all times 
and not only when they are involved 
in legal proceedings. 

The next speaker was Dr. 
Thomas W. Davies, known in 
“Philly” as the “Baseball Parson.” 
He told of the present and future 
plans of the administration in mak- 
ing Philadelphia a better city. 

Edwin A. Scott was called on to 
give a talk on “Trade. Conditions.” 
His discourse, although brief, 
brought out the many factors that 
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are making it easier for those en- 
gaged in the industry to greatly in- 
crease the volume of their business. 
Some of the associations that are 
spreading propaganda in many 
forms to assist the sheet metal con- 
tractor are: The National Warm 
Air Heating and Ventilating Asso- 
ciation; American Zinc Institute; 
Sheet Steel Trade Extension Com- 
mittee; Copper & Brass Research 
Association. The National Associa- 
tion of Sheet Metal Contractors 
have compiled a “Text” book which 
will be distributed in the near future 
to those instrumental in buying and 


planning for the use of sheet metal 
products. These essential elements 
are greatly assisting in the rapid 
growth of the sheet metal industry. 
The treat of the evening, although 
it was almost midnight, was the ap- 
pearance, at the speakers table, of 
“Artie” Bittong, who burlesqued the 
speakers of the evening. His humor 
was excellent and kept the remain- 
ing diners in a continuous uproar. 
It was an evening enjoyed by every- 
one, not only for the pleasure de- 
rived, but for the many constructive 
business criticisms and trade hints 
expounded by the speakers. 


Fadner Comments on Schmidt’s 
Method of Computing Overhead 


Schmidt Refutes Fadner’s Objections 
and Throws New Light on Problem 


R. G. B. FADNER of Cedar 

Rapids, Iowa, has a contribu- 
tion which he wishes to offer on the 
method of computing overhead 
charges. He refers to the method 
outlined by W. V. Schmidt in our 
April 17th issue. 
To AMERICAN ARTISAN: 

I have read with a great deal of 
interest the article on overhead by 
W. V. Schmidt in your issue of 
April 17, 1926. I agree with Mr. 
Schmidt on everything he says, ex- 
cept the manner in which he dis- 
tributes his overhead. It is all well 
and good to divide the overhead 
among each of the men employed 
equally if you pay them all at the 
same rate per hour, but if you pay 
one man $1 per hour, another 75 
cents per hour, another 65 cents per 
hour, another 50 cents per hour, 
you have four different rates of 
pay. This being true, I do not be- 
lieve it is fair to charge your cus- 
tomer the same rate for overhead 
on the 50-cent man that you do for 
the man to whom you pay the $1 
rate, because your $1 rate man is a 
skilled mechanic, capable of produc- 
ing five times the amount produced 
by the 50-cent man. You do need 
some lower rate men to do the work 
which does not require a high de- 
gree of skill. 





The system of overhead distri- 
bution outlined hereinafter is the 
one I use. I find that it works bet- 
ter than any other I have seen; it 
gives the proprietor of the large 
shop a wide field; it gives him a 
chance to meet all competition, as, 
of course, there are some classes of 
work upon which the contractor 
cannot charge for highly skilled 
mechanics. 

For purposes of illustration of 
this system take class A rate as $1; 
class B rate, 75 cents; class C rate, 
65 cents; class D rate, 50 cents. 
These four rates totaled equal 
$2.90, which is your total hourly 
pay roll charge. Your overhead is 
$3 per hour, or 75 cents per hour 
per man, but I do not distribute it 
that way. In my method you add 
the overhead of $3 to the pay roll 
of $2.90, which equals $5.90. I 
then proceed thus: 

Per hour 

100/2.90 $5.90 equals $2.00 

75/2.90 & 5.90 equals 1.55 
65/2.90 &K 5.90 equals 1.35 
50/2.90 « 5.90 equals 1.00 





$5.90 
The profit is added to this figure. 
Mr. Schmidt replies to Mr. Fad- 


ner as follows: 
“Thanks for yours of the 26th, 
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enclosing a copy of a letter from 
one of your subscribers with his 
comment on the article “Turning 
Overhead Into Profits’ published in 
the AMERICAN ArTISAN, April 17th. 

“Your subscriber agrees with 
everything in the article except the 
manner of distributing the over- 
head. He states that the flat rate of 
overhead per man per hour would 
be all right if all men received the 
same rate of pay, and he explains 
his method and gives an example 
showing the overhead rate per man 
per hour varying according to the 
rate of pay the mechanic receives. 

“In doing this he is distributing 
his overhead upon a basis of direct 
labor cost which we maintain is 
practical only when every man re- 
ceives the same rate of pay. 

“Thus while he appears to agree 
with the method to a certain extent, 
our views on distributing are direct- 
ly opposite. He believes that our 
method will not be right when vary- 
ing rates are paid for labor and we 
maintain that ours is proper because 
of this condition. 

“He states that a $1.00 per hour 
man is a skilled mechanic capable 
of producing five times as much as 
a $0.50 per hour man. This is no 
doubt true if both were doing work 
requiring a skilled mechanic. But 
the unskilled or 50 cents per hour 
man ought to load or unload as 
much material or push a truck just 
as fast as a highly skilled mechanic 
and should devote his time to work 
of that nature so far as possible. 

“You will usually find that the 
lower paid mechanic requires the 
same amount of space in which to 
work; his tools cost just as much 
and he is responsible for as much 
overhead expense as the highest paid 
mechanic. 

“Consider the value and depreci- 
ation of the tools used and the space 
required by a layout man. Then 
consider the space required and the 
value of the machinery used by the 
operator of a cornice brake, shears, 
roller, punch or the driver of a 
truck. For this reason we main- 
tain that it is not proper to charge 
a job requiring a certain number 
of hours of highly skilled labor with 
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only hand tools twice the amount of 
overhead you would charge to a job 
using unskilled labor, simply be- 
cause the wages paid on one job 
was twice as much as on the other. 

“We believe this will explain to 


some contractors why their com- 
petitors can underbid them on a job 
requiring a great deal of high priced 
labor and still make a profit. They 
charge the job with overhead based 
on time instead of labor cost. This 
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also accounts for actual profits be- 
ing smaller than expected on jobs 
requiring inexpensive labor and the 
use of much equipment.” 

This should be studied carefully 
by the contractor. 


Showing Construction of a Hopper Used 
for Handling Grain in Mills 


Sketch Shows How to Simplify Pattern 
Construction of One Type of Hopper 
By O. W. Korue, Principal, St. Louis Technical Institute 


FTEN in mills, grain elevators 

and factories where chutes and 
hoppers must be made for convey- 
ing the grain into other parts of the 
building, varied designs of hoppers 
are used. 


lines are drawn, we describe the 
half section “N” and divide into any 
number of equal parts. Square lines 
into the base line 4-4 and draw 
lines to the corners A and C as 
shown. 

In a problem of this kind it is 
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HALF SECTION. 


hopper, while the width is shown by 
section ‘“M.” On the heel, or back 
side, a slope is produced as B-C as 
conditions may allow, and to this a 
square to round is added from the 
line A-C. From here on the pattern 
is easily developed by first treating 
the lower portion as a square to 
round and then adding the upper 
part to the base. When these out- 





of the diagram. We then erect lines 
equal to those in the half section 
“N.” Join these points with H and 
we have the true lengths. In the 
same measure pick the lines 
C-1-2-3-4 and set them as T-1’-2’- 
3°-4'. 


4 TRUE LENGTHS. 
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Patterns for Hopper 


often better to use the elevation 
method for determining the true 
lengths rather than developing the 
plan. This is especially so in larger 
work, where the projection of lines 
is more difficult and where slight in- 
accuracies may produce wider 
measures in the pattern. So we pick 
elevation lines, as A-1-2-3-4, and set 
them, as T-1-2-3-4, on the base line 


The pattern for the transition is 
developed the same as we have dis- 
cussed numerous others in past 
issues, by first drawing the line A-C 
to correspond with our elevation. 
Then we pick the line C-D and set it 
as C-B in pattern. After this we pick 
the line A-B from elevation and set 
it as A-B pattern. This completes 
the necessary work. 
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Provision Must Be Made for Expansion 
and Contraction 


Shows How Damage from Expansion 
and Contraction Can Be Avoided 


URING the past score or more 
years there has been a decided 
swing back to sheet metals for roof- 
ing purposes. Hence it behooves 
the sheet metal contractor of today 
to become thoroughly familiar with 
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Figure 1—Double Seamed Standing 
Seam 


the new methods, trade tricks and 
kinks, in order that he will be 
enabled to talk and work with con- 
viction. Usually the old time roof- 
ers are not very enthusiastic about 
disseminating trade knacks, such as 
I expect to pass along in this article. 


In the smaller cities there is as yet 
no definite line of demarcation lim- 
iting the sheet metal contractor. He 
is supposed to execute all manner of 
roofing. 

A copper roof must have provi- 
sion for expansion and contracfion ; 
hence my object in writing this 
article is to clearly point out all the 
provisions needed to make such pro- 
vision on a copper roof, in order to 
show how the trouble and damage 
caused by expansion and contraction 
can be avoided. 


There can be no cause for worry 
in laying a double seamed standing 
seam copper roof, with the seams 
one inch high, if due diligence and 
care is exércised to nail the cleat 
close to a square corner, where it 
will have a straight pull on the seam 
during a high wind. With the cleat 
located in the exact center of the 
seam and nailed close, the roof 
strips will have an equal chance to 
give to the right or to the left when 
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climatic conditions cause them to 
expand or to contract. ' 

The compensation of expansion 
and contraction is counterbalance 
and it must be observed with the 
sheet metal. However, research and 
observation has clearly shown that 
vibration and suction have caused 
more harm to standing seam roofing 
than a lack of expansion and con- 
traction provisions. Nail your an- 
chors close up to the square corner 
of the cleat and suction with vibra- 
tion will have no chance to get a 
start on the standing seam. See 
Figure 1. | 

I have also discovered when form- 
ing flanges for copper seams, that 
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Figure 2—Eave Expanding Finish 


care must be exercised not to grasp 
the copper with the tong at the end 
of or beyond the last turn of the 
tongs; let the tongs lap back upon 
the last turn made and avoid a 
buckle, which is sometimes com- 
plained of as creeping out upon the 
sheet in a short time to a_ narrow 
point at the end of the buckle, where 
a small hole is liable to appear. It 
is suggested that all kinks be 
smoothed out at the bottom turn of 
the flanges, before double seaming 
and avoid this buckle. An eave fin- 
ish, including a projection for rain 
drip, is indicated by Figure 2, which 
is simple in construction, practical 
and easy to make, giving a certain 
expanding joint as an eave finish. A 
strip three inches wide of No. 24 
metal X is nailed flat along the full 


length of the eave, projecting over 
the eave line one inch, more or less, 
as may be needed or desired. An 
angle strip of lighter material is 
used as an apron, covering the eave 
sheeting boards edge, with its angle 
extension portion C laying under 
and against the heavier eave projec- 
tion. As the roof strips are laid one 
by one, a hem is formed on the eave 
end of each one to embrace the metal 
projections underneath, which 
forms a slip or expansion joint. The 
comb, Figure 3, may be completed 
with a single fold standing seam, 
with much less labor and less mate- 
rial than with a double fold seam. 
A full description for forming this 
seam was given in the March 13th 
issue. 

Figure No. 4 shows an expanding 
gable end finish, with a water guard 
produced in the operation, which is 
especially adaptable for the gables 
of a neat veranda roof, and will do 
away with the tedious covering of 
2x4-inch studs quite frequently laid 
along the edge. An unsightly and 
awkward piece is thus avoided. As 
shown in the figure, a strip of 
seamed and soldered roofing the 
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Figure 3—Single Fold Comb 
Formation 


length of the gable and two folds 
will do the work and allow stock for 
the nailing of the gable below the 
water guard. 

Split cleats were used in laying 
standing seam roofing over half a 
century ago; however, the prongs 
of the split were not intended to be 
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Figure 4—Illustrating End Nailing 


turned down over the higher and 
lower flanges of the seam for the 
purpose of laying several roof strips 
ahead of seaming in case of storms, 
as was advised by an expert several 
months ago. That advice if carried 
out would work havoc on the roof 
and to the anchorage. Every seam 
should be double seamed before the 
following one is cleated. The only 
purpose of a split cleat is to hold the 
two flanges down tight upon the 
sheeting. After a heavy pair of 
tongs have been used to clasp them 
in unison and with a slight lift, 
stamp them down upon the sheeting, 
squaring the flanges to fit together, 
when they are held there by folds 
of the split cleat and are ready for 
double seaming. 

Excessive expense is the first and 
only cry when talking copper roof- 
ing to a builder. Apropos of this 
we will mention a column news item 
appearing in AMERICAN ARTISAN 
about three years ago. John Decker 
and Son, Philadelphia roofers, were 
lifting some parts of the old copper 
roof on the Christ Church which 
had been giving service 175 years. 
Directly the story went about that 
this old copper roof had at last 
struck its colors. But investigation 
proved that it was not a repair job 
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to the copper roof at all. The cop- 
per roof was only lifted in parts to 
get at a rotted timber upon which 
the roof rested. When the timbers 
were removed, the same copper was 
relaid, perhaps to give service for 
another century or two. Think of 
it, 175 years of service as a roof 
and not one cent of outlay for paint- 
ing or other upkeep. 

Copper O. G. Base and Tower, 

Octagonal 

First, find the length of the bot- 
tom end top lines of each base sec- 
tion and the width as formed to go 
over the O. G. base, allowing a half 
inch to envelope an angle strip X 
that has already been nailed on to 
the bottom edge of the bottom sheet- 
ing board, around the base. This 
angle strip should have a % inch 
projection, to engage the quarter 
inch hem on the bottom edge of the 














Figure 5—Copper O. G. Base 
Octagonal 


first course of base sheets, which 
will provide the base eave finish. 
Add % inch at the top of the O. 
G. base for forming a hem Y onto 
which to hook the bottom of the 
tower sections. After the O. G. 
sections have been cleated (see M 
Figure 5) in the center with copper 
cleats 1 inch wide, or an abundance 
of anchorage, which size of the base 
will determine, and the cleats M are 
nailed close up to the fold edge, a 
snug and safe seam will exist, when 
malleted down smooth. The hip 
connection of the base sections can 
be neatly made by finding (at the 
structure), the exact curve of the 
octagon. To the length of each base 
section add %4-inch for a %-inch 
seam at their ends, or enough mate- 
rial to give a seam the desired width. 
Then the copper can be prepared at 
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the shop to cover all the base sec- 
tions. 

To execute this formation readily, 
it would be convenient to have at 
hand the exact profile of the O. G. 
line sawed in wood. Trace the hip 
line of the end of each flat section, 
being sure to add an extension of at 
least % inch or % inch, for the hip 
seam, giving stock for a one-quarter 
or 23% inch wide hip seam which 
has the preference in some sections. 
Cut two pieces of any metal about 
50 per cent thicker than the copper 
used, to the curved shape of the hip 
line, on one end of the thick metal. 
It may be 3 or 4 inches wide and of 
any shape at the back edge. Ham- 
mer the copper back to the width of 
the fold of the seam desired, making 
it tight over the thicker pieces. It 
is sometimes necessary to snip into 
the folding edge slightly, especially 
at the center of the concave. Work- 
ing right handed, the right hand fold 
should appear on top side of the 
copper (see base Figure 5). The 
other end will be folded on the un- 
der side, on ali but two of the sec- 
tions for each course. Set the rolls 
to form the sections to the degree of 
curve required. If the concave is 
formed from the bottom of section, 
roll back and out to get the convex 
from the top side width. If, on pas- 
sing through the rolls for the first 
time, the copper should show a dis- 














Figure 6—O. G. Base and Tower or 
Steeple 
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position to kink or buckle, back out, 
and lay it on a mandrel, with the 
thick metal still in its groove, and 
mallet the buckle out, after which it 
will be found that the copper will 
pass through the roll smoothly to 
where wanted. This seam groove 
formation is taken from the slip 
joint in eave ttrough. 

To remove the thick metal from 
its groove, open out the curve slight- 
ly and the metal can be pulled out 
with ease. 

Start laying with a section back 
of the tower, the least prominent 
location. To commence with, use 
the only section having the seam 
groove at both sides. On top cleat 
wherever necessary, with narrow an- 
chors or copper strips, over the edge 
of the groove. Hook the under 
flange of each section into the 
groove on top, of the section laid, 
and continue in this manner around 
the base. The last section will be 
made at the shop, with both flanges 
or ends formed under, and to finish 
the connections on the roof, the left 
hand flange may be placed in the 
groove of the last one laid; how- 
ever, to finish the seam at the right 
and complete the base encirclement, 
the right hand flange may have to be 
sprung open and adjusted to meet 
any irregularity in the base sheeting, 
then peened back to place or into the 
groove, when all the hip seams may 
be malleted down smooth and tight. 

The Tower, Octagonal 

A presentable appearance can be 
made of the tower or steeple at the 
eight corners by straight work. It 
is too inconvenient in location, and 
an awkward position, requiring too 
much labor to make a double seamed 
standing seam, and withal unneces- 
sary. Corner seams finished . one- 
half inch in height will not look 
clumsy, dumpy or bungling. If the 
corners are to be one-half inch high, 
one flange, the left, from bottom will 
be that height when put up. Its 
opposite on the same panel will be 
Y%-inch high and %-inch extension 
to be formed down and over the half 
inch, giving a single fold, standing 
seam. 

As an anchorage, use cleats one 
inch wide, lay them flat against the 
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high flange, extending to within % 
inch of the top. Nail them close to 
the flange. Snip in from the top 
of the high flange, to the side top of 
the cleat. The snipped portion is 
formed to embrace tightly over the 
end of the cleat. When the seam is 
completed, the cleats will be folded 
over the low flange, engaging the 
higher, and covered, see X Figure 6 
Cleats. 

Contraction and expansion is pro- 
vided for in this method for the 
base, in the “slip” hip seams, and 
their anchorage and with the angle 
strip eave finish. For the tower, it 
is in the hip seam fold. No nails go 
through the body of the covering, 
and soldering is unnecessary when 








Figure 7—Utility Hip Corner Covering 


good seams are made. Narrow hems 
will make a seam lay closer, smooth- 
er and tighter, then wide ones. If 
preferred, the standing seams may 
be malleted down flat, as indicated 
at “Y” Figure 6; with “X” under 
and the top side smooth. The na- 
tural position of the hip seams, es- 
pecially of the base, prevent rain 
water entering readily. From the 
fact of their angling, almost per- 
pendicular position, water is direct- 
ed from them instead of entering. 
However, we usually used a bronze 
(copper and tin) adhesive prepara- 
tion to coat the edge of the base hip 
seams, for keeping out dampness. 
For a tin base and tower covering 
we used an adhesive mixture of 
druggist’s oxide of iron dampened 
with linseed oil and thinned some- 
what with coal tar, which was 
traced along the edge of the seams, 
before the covering was painted. 
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Figure 7 illustrates two methods 
of covering towers, steeples and hip 
roofed ventilators, usually found on 
barns, home built and generally very 
large, set upon the comb of the roof. 
While efficient and look well, espe- 
cially the one to the right “y,” they 
are simple in construction and read- 
ily handled in an inconvenient loca- 
tion. 

Tapered strips are cut to fit the 
panels of the sections between O and 
C, with half an inch added to one 
side of the panel, the full length of 
the panel. This %-inch is “blind- 
nailed,” as shown at C. When all 
the corners have been thus nailed a 
small ridge roll is fitted to place over 
the corners and smoothly “blind- 
nailed” through their aprons to a 
finish. 

The nailing should be close and 
slightly over an inch from the edge 
of the apron, so that a quarter inch 
fold from the aprons edge (which 
has already been started with a 
crimp) will cover the nail heads; Y 
indicates one side of the roll com- 
pleted. “O” shows the edge nailed, 
and ready for the “Blind” fold. “X” 
on opposite ridge indicates the %4- 
inch edge of panel “N” overlapping 
“B” with the bottom portion nailed 
and ready for the finish by mallet- 
ing. “C” shows the completed seam 
except the finish given the “blind 
nailed” edge, with the mixture pre- 
viously mentioned. When any of 
the materials are used that require 
painting, to acquire longevity, we 
have always preferred the ridge roll 
method, as the ridge can be painted 
a color, as the trimmings of the 
building, and the panels the same 
color as the body. 

The dome of the unfinished cover- 
ing of the tower shown by Figure is 
usually made circular, in which 
event the dome starting sectional 
will be octagonal for an octagonal 
tower, each section will have a 
straight line as a base upon which a 
hem is formed to engage a quarter 
inch angle tc be formed on the top 
end of the tower metal. A six sec- 
tion formation of this sort of a 
dome was shown in March 20 issue 
of AMERICAN ARTISAN. Illustrated 
and fully described by O. W. Kothe. 
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Livezey Sheet Metal Works Cashes 
in on Advertising Tieup 


Elmer Livezey Deserves Much Credit for 
His Initiative in This Blotter Tieup 


USINESS men catering to the 

public on a retail basis have 
long known and appreciated the ad- 
vertising value of tying up their 
store, window displays and stock 
with local current events that have 
aroused public interest. Until quite 
recently, however, these retail men 
have had the field almost entirely to 
themselves, because sheet metal con- 
tractors and warm air furnace in- 
stallers had not fully appreciated the 
value of such advertising. How- 
ever this apathy has been overcome, 
to some extent at least. 

The Livezey Sheet Metal Works, 
New Castle, Indiana, has recently 
produced an interesting bit of blot- 
ter advertising. What gave them 
the opportunity was this: The city 
of New Castle fecently installed a 
number of stop and go traffic sig- 
nals. The necessity for stop and go 
signals in a town is the sign of prog- 
ress—it indicates that the city is 
growing, real estate values are in- 
creasing, business advantages here 
are more promising, and what not. 
Whatever the cause, here is an oc- 
currence of sufficient public interest 
to have the local newspapers play it 
up. These local mediums of news 


| 
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got everybody to talking about the 
new traffic signals. Here’s an op- 
portunity for wide awake 
sheet metal contractor to tie up to 
an item of public interest and cash 
in on the advertising. And that is 
exactly what the Livezey Sheet 
Metal Works has done in this case. 

The illustration herewith shows a 
blotter which the Livezey Sheet 
Metal Works has used to particu- 
iarly good advantage. It is about 
as neat a tieup to an item of public 
interest as has appeared for a long 
time, and Mr. Elmer Livezey de- 
serves a great deal of credit for his 
initiative in getting out this blotter 
at a time when he did. 


some 


It is needless to say that good re- 
sults are obtained from advertising 
of this character. It is almost crim- 
inal not to utilize such advertising 
opportunities to the fullest extent. 

Of course, it has been impossible 
to reproduce the colors of the blotter 
as they appear in the original. The 
border of the blotter is red. The 
Stop, Caution and Go words are an 
exact reproduction in color of the 
signals lights; namely, the Stop is 
red, the Caution is orange and the 


Go is green. The remainder of the 
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AMERICAN ARTISAN AND HARDWARE RECORD 21 


wording is black, forming a good 
contrast. The original was 334 by 9 
inches. 

What Will Remove Lime 

From Brass Kettle? 

To AMERICAN ARTISAN: 

We have a customer who has an 
antique brass kettle. She keeps wa- 
ter in this on a register, and when 
it boils dry, the lime in the water 
sticks to it. 

What will take this lime out? 

Younc Harpware Company. 
Merdo K. Williams, 
Chicago Manager, Rome 
Brass and Copper, Dies 

Merdo K. Williams is dead. Mr. 
Williams had been manager of the 
Chicago branch of the Rome Brass 
& Copper Company, of Rome, New 
York. 

During his life Mr. Williams 
made many friends both in and out 
of the industry of which he was so 
intimately a part. 





Heating Systems & Supply 
Company Moves to 
107 West Van Buren, Chicago 
Heating Systems and Supply 
Company, 169 North May Street, 
Chicago, are moving their offices to 
107 West Van Buren Street, Chi- 
cago, where they will have a very 
attractive display room. This new 
location will make it very convenient 
for the trade. 








Be sure to see a dealer that is Responsible and qualified. 


Bay a TORRID ZONE all steel or a XXth CENTURY Hot Blast type of Warm Air Heating 


Buying Hot Air Furnaces from all kinds of agents for they sell Furnaces only. 
Plant. Sold by a member of the Indiana Warm Air Heating Association that has the best 











GO 





heating authorities behind him in America. 
LIVEZEY SHEET METAL WORKS 


220 S. FIFTEENTH ST. 





PHONE 141 








NEW CASTLE. INDIANA 


Showing How the Livezey Sheet Metal Works, New Castle, Indiana, Ties Up Its Advertising with Current Local Events 


That Have Gripped Public Interest 
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Tregoe Says Selling Goods on Install- 


ment Plan Dangerous Unless 
Modified by Reason 


Stimulation of Business by Unwise 
Use of Credit Brings Reaction 


LMOST equally divided opin- 

ion about the principle of mer- 
chandising on the installing plan 
exists among credit managers ac- 
cording to the results of a survey 
conducted by the Public Relations 
Department of the National Asso- 
ciation of Credit Men that was an- 
nounced today by J. H. Tregoe, the 
executive manager of the associa- 
tion. 

“Making it easy for people to buy 
beyond their needs or to buy before 
they have saved enough to gratify 
their wishes tends to encourage a 
condition that hurts the human mor- 
ale and supports a form of transac- 
tion for which credit is not primar- 
ily intended,” Mr. Tregoe said. 


“Many business, executives in 
their zeal for distribution have 
failed to understand the explosive- 
ness of credit when it is improperly 
used. The events of recent years 
clearly show that the stimulation of 
business by the unwise use of 
credits is merely a temporary meas- 
ure and has a reaction in the serious 
disturbance of business and prices. 


“Selling goods at the expense of 
safe credit tends to cheapen it, to 
make serious losses and to disturb 
business morale. Selling goods on 
the instalment plan for individual 
consumption or for indulgence in 
luxuries is highly dangerous, unless 
the distribution is reasonable and 
the credit used in such transactions 
causes no disturbance of the credit 
supply. 

“The annual convention of the 
association that will be held in New 
York May 24 to 28 will give fur- 
ther consideration to the instalment 
problem with which business is con- 
fronted. We shall try to determine 
at that time to what extent mer- 
chants and manufacturers are forced 
through competition to merchandise 
their goods on an instalment basis.” 


“The instalment plan survey also 
shows that an overwhelming major- 
ity of the association's members 
agree that instalment selling has 
been carried too far. 

The report of the research con- 
ducted by Marshall D. Beuick of 
the Public Relations Department 
reads as follows: 

“Approximately 57 per cent of 
the credit managers whose opinion 
was sought disapproved of the plan 
of instalment selling while the re- 
mainder entertained no_ hostility 
to it. 

“The survey covered every state 
in the union and a great variety of 
businesses. About 140 large commer- 
cial centers were sounded through 
credit managers in the wholesale, 
manufacturing. and banking fields. 
Many of the persons who gave their 
reactions to instalment merchandis- 
ing are owners, presidents, vice 
presidents and treasurers of their 
particular concerns. 

“About 90 per cent of the credit 
managers who furnished the infor- 
mation for the research stated that 
they were convinced that installment 
selling had been carried too far for 
continued safety in business. The 
remaining 10 per cent expressed no 
fear of the installment plan as now 
conducted. 

“In making this study the premise 
was accepted that credit managers 
would be the best judges of the con- 
dition of instalment merchandising 
on account of the close observation 
they must make of the conduct of 
retail businesses before passing upon 
the granting of credit. At the same 
time it was realized that it would be 
almost impossible to obtain any ac- 
curate figures about the extent of 
the installment business on account 
of the secretiveness that surrounds 
such business operations in many 
regions.” 
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Mr. Tregoe said that the results 
of the survey should convince bank- 
ers, finance and acceptance com- 
panies that a revaluation of the in- 
stallment business should be made 
to insure the healthy business con- 
ditions that we now enjoy. 

“When you have a reflection of 
the opinion on instalment selling of 
nearly 30,000 credit executives who 
represent our membership, you 
have something that is worthy of 
studious consideration. What this 
survey indicates should be heeded. 
Although many merchants may dis- 
regard it, the bankers cannot. It re- 
mains with financial men whether or 
not the dangerous condition in in- 
stalment merchandising is to con- 
tinue.” 





“Sixty” Years Experience 
and Not “Six” in Pecora 
Paint Ad, April 17 Issue 


We regret to state that an error 
inadvertently occurred in the adver- 
tising section of AMERICAN ArTI- 
san for April 17. In that issue, 
page 14, in the left hand page of 
double page spread of the Pecora 
Paint Company the word “six” in 
the first line of small type should 
have been “sixty.” The sentence 
should read: “Sixty years’ manu- 
facturing experience has enabled us 
to develop Pecora Asbestos Furnace 
Cement to the highest degree of 
cement efficiency.” We are very 
sorry this error occurred and wish 
to call the attention of AMERICAN 
ARTISAN readers to the correction. 

The Peoria Paint Company was 
established in 1862 by Smith Bow- 
en. Since its establishment the com- 
pany has gone steadily forward with 
research and expansion, letting the 
former precede the latter. 





Minneapolis Office of 
Western Products Under 
Direction of Fred Rogers 

The Minneapolis office of the 
Western Steel Products Company, 
Duluth, Minnesota, manufacturer of 
Western steel furnaces, will here- 
after be in charge of Fred Rodgers, 
whose office is located at 1645 Hen- 
nepin Avenue, Minneapolis. 
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New Jersey Zinc Maintains Perma- 
nent Exhibit at Homebuilders’, 
New York 


Illustration Shows Standing Seam Roof, 
Leaders, Gutters, Hangers and Paint 


UNIQUE feature in selling the 

general public and familiariz- 
ing it with the many uses of sheet 
metal and paint, is that of the New 
Jersey Zinc Company that maintains 
a permanent exhibit at the Home- 
builders’ Exhibits, Inc., located at 
441 Lexington avenue, corner of 
44th street, centrally situated in the 


putting across the use of “sheet 
metal.” 

The slogan of the Homebuilders’ 
Exhibits, Inc., is “A Permanent 
Presentation of Your Product,” “A 
Sales Stimulation Service.” George 
C. Carothers, formerly associated 
with the Copper and Brass Research 
Association is sales manager. 





Permanent Exhibit of New Jersey Zinc Company at Home Builders’ Exhibits, 


great business section of New York, 
and but a stone’s throw from the 
‘Grand Central station. 

The accompanied photograph 
shows the wing of a cottage 
equipped with Horsehead Zinc, lead- 
ers, gutters and hangers, the roof 
being laid with standing seam roof- 
ing. The wood portion of the ex- 
hibit is coated with the well known 
40-40-20 paint, distributed by the 
New Jersey Zinc Sales Company. 

Not only is this exhibit attractive 
to the many home builders that visit 
it, but is valuable to the sheet metal 
contractor, builder and architect in 


Cc. C. Blodgett, 
New York City, 
Dies at Age of Sixty-six 


C. C. Blodgett, Secretary of the 
Laundry Age Publishing Company, 
New York, for the last five years, 
died at New York on April 24 at 
the age of sixty-six. 

Mr. Blodgett formerly represent- 
ed AMERICAN ARTISAN in the east. 
He was a bachelor and was very 
well liked throughout the mdustry. 
W. C. White succeeded him as 
AMERICAN ARTISAN representative 
in the east. 
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Production Record of 
N. & G. Taylor Company 
Made for Third Time This Year 


lor the third time since the be- 
ginning of the present year the 
highest previous production record 
in the Hot Mills at N. & G. Taylor 
Company's plant at Cumberland, 
Maryland, has been surpassed, pro- 
duction of blackplate for the week 
ending April 10th reaching a rate 
of approximately 528,000 boxes an- 
nually. 








Can Screws. 


From Stanley King, Huntingdon, Ten- 
nessee. 


Can you tell me who makes can 
screws ? 

Ans.—Merchant and Evans Com- 
pany, Philadelphia, Pennsylvania ; 
Consolidated Fruit Jar Company, 
New Brunswick, New Jersey, and 
William Vogel and Brothers, 27 
South 9th Street, Brooklyn, New 
York. 

Electric Refrigerators. 
From Harry Lyman, Clarinda, Iowa. 

Please inform me who makes elec- 
tric refrigerators. 

Ans.—Isko Company, 111 West 
Washington Street; Blazek and 
Company, 2249 W. Lake Street; 
Frigidaire Corporation, 317 North 
Michigan Avenue; all of Chicago, 
and Iceless Machine Company, 
12014 Iowa Avenue, Cleveland, 
Ohio. 

Metal Signs. 
From Herz Furnace Company, Syca- 
more, Illinois. 

Kindly inform us who makes 
metal road signs and metal agency 
signs for store fronts. 

Ans.—Fred J. Meyers Manufac- 
turing Company, Hamilton, Ohio ; 
Metal Sign Board Company, Kala- 
mazoo, Michigan; E. A. Shank Sign 
Company, 243 West 55th Street, 
New York City; Ingram-Richard- 
son Manufacturing Company, Bea- 
ver Falls, Pennsylvania, and Amer- 
ican Art Works, 309 South La Salle 
Street, Chicago, Illinois. 
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On Wednesday of this week I 
had the extreme pleasure of spend- 
ing the day in company with my 
friend Jack Stowell, at Aurora, [lli- 
nois. Jack is one of the most likable 
and enjoyable young feilows I have 
ever met. Aurora has a population 
of about 41 thousand and I must 
say that most of those 41 thousand 
are well enough acquainted with 
Jack to call him by his first name 
when he meets them on the streets. 
Jack, you know, is a regular whirl 
wind in the business world. He is 
certainly on the way up and is drag- 
ging the sheet metal industry up 
with him. But he doesn’t spend all 
of his time working. He has held 
the world’s speed record for skat- 
ing and has numerous cups and tro- 
phies in his office attesting his su- 
periority in this sport. In golf and 
wrestling he also excells and has 
captured several trophies in these 
sports as well. He is so enthusiastic 
for golfing that he thinks the golfers 
in the sheet metal industry should 
hold a tournament. The Editor is 
going to have a great deal to say 
about the progressive business 
methods of Jack in next week’s is- 
sue, so 1 can’t steal too much of his 
stuff. But I wanted to show Jack 
just how much I enjoyed my visit 
with him. 

* * * 

With the coming of spring the 
great exodus or treck back to the 
golf links has begun. Of course the 
sheet metal and warm air heating 
industries are not without their ard- 
ent enthusiasts for the game. But 
with the opening of the golf season 
there are also always recorded many 
instances of harmless humor with 
which to lighten the day’s work. 
Here’s one that is good for a laugh. 
C. C. Campbell, Jackson, Michigan, 
who represents J. T. Ryerson & 
Sons, and Arthur E. Clark, Lansing, 
Michigan, of the Michigan Employ- 
ers Casualty Company, Lansing, 
Michigan, were enjoying a four- 
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“The essence of pe is sensibility; warm, tender fellow- 
feeling with all forms of existence.’ nasty 
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some with two other gentlemen 
when they sliced their drives into the 
rough and went in search of the 
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balls. They searched for a long 
time without success, a dear old 
lady watching them with kindly and 
sympathetic eyes. 

At last, after the search had pro- 
ceeded for half an hour, she spoke 
to them: “I hope I’m not interrupt- 
ing, gentlemen,” said she sweetly, 
“but would it be cheating if I told 
you where they are?” 

ok *” * 

W. H. Young, of the United 
States Register Company, Battle 
Creek, Michigan, and R. S. (Tom- 
my) Thompson, Indianapolis, of the 
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Mr. Vernon Furnace & Manufactur- 
ing Company, were giving their or- 
ders to the waiter in a certain res- 
taurant. This certain restaurant 
had made its reputation upon one 
waiter who has never yet been found 
wanting in translating an order into 
a language of his own, and he and 
the cook understand each other per- 
fectly. 

“I want some rump steak rare,” 
said Tommy. 

“Slab of moo—let him chew it!” 
called the waiter without hesitation. 

“I want a bowl of tomato soup,” 
ordered W. H. Young, “a plate of 
beans, bread and butter, a piece of 
apple pie and a glass of water.” 
Anxious to see what the waiter 
would do with that order, both 
Tommy and W. H. waited expect- 
antly. The waiter seemed puzzled 
for an instant and W. H. thought ® 
he had him stumped. Suddenly the 
waiter shouted: “One splash of red 
noise, platter of Saturday nights, 
dough well done with cow to cover, 
Eve with the lid on and a chaser of 


Adam’s ale!” 


* * * 

The solemn-looking man, dressed 
severely in black and smoking a 
black pipe, had been silent for many 
miles of the journey. 

From the moment they had pull- 
ed out from the city terminus until 
they were some eighty miles on the 
way he had been contemplating the 
luggage pack opposite, which by the 
way belonged to my friend Paul 
Fischedick, Milwaukee, Wisconsin, 
who represents Follansbee Brothers 
Company, Pittsburgh, and never a 
sound passed his lips. 

Suddenly, however, he stirred, 
and turning to Paul, remarked: 

“There is much unrest in the 
world just now, my friend, much 
unrest.” 

“You're right,” said Paul: “I 
trust you’re not unmindful of the 
fact that we each have a duty. We 
must combat this unrest, my 
friend.” 

“I am doing my best,” 
the other man. 

“How ?” 

“Well, it’s like this,” came the re- 
ply. “I manufacture mattresses.” 


returned 
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The Editor’s Page 





Getting Behind the Master 
Brand Sheet 


HEET metal contractors should rejoice at the fact 
that the Sheet Steel Trade Extension Committee has 
sponsored the production of the Master Brand sheet. 

For a long time it has been known within the sheet 
metal industry that very little progress could be made in 
the industry until a guaranteed quality product was 
placed on the market with which the contractors could 
go to their prospective customers and say, here is a 
product which not only has my own personal backing, 
but that of the entire industry and the sheet steel mills 
to boot. 

Now the “Tinner’s” dream is a reality. He can now 
go out and sell Master Brand sheets to his heart’s con- 
tent, with never a fear that the product will go back on 
him when put to the real test of endurance. 


Of course, the Sheet Steel Trade Extension Com- 
mittee did not originate the idea of a guaranteed sheet, 
such as the Master Brand is. The Michigan Sheet 
Metal and Roofing Contractors’ Association has had its 
Michigan Standard for quite some time—whether or not 
the idea was original with them is beside the point. The 
truth is that any sheet metal contractor who has used the 
old bromide about not being able to sell sheet metal be- 
cause he could not guarantee its durability will have to 
take a back seat, in order to make room for his more 
aggressive brother from now on unless he wakes up 
and gets out after business. 

What the Michigan Standard has done for the sheet 
metal contractors in the state of Michigan, the Master 
Brand of the Sheet Steel Trade Extension Committee 
will do for the contractors in every state in the Union. 
The committee is a powerful organization. Its potential 
strength for doing good for the industry is almost limit- 
less. Any product behind which it puts its name is 
backed by the strongest surety there is. The sheet 
metal contractor who fails to get behind this brand of 
sheet metal is only doing himself an injustice. He must 
realize this. 

In Michigan, where the Michigan Standard brand has 
been in use for a considerable length of time, the in- 
dustry is coming back into its own. A ride on the 
mterurban train from Grand Rapids to Battle Creek, 
which the writer took recently, revealed the fact that the 
wood shingle or paper-covered roof of both farm build- 
ing and residence is the exception, while the standing 
seam sheet metal roof is the rule. 

Sheet metal contractors have got to get behind a guar- 
anteed brand like the Master Brand and push. The 
mills can perfect the product and guarantee it lasting 
qualities, but they cannot go out and do the selling of it 
for the contractor. There is no substitute for personal 
representation and the contractor is the representative 
of the mills. 


Putting Fire Loss Figures to 
Work Selling Sheet Metal 


F Illinois keeps up its fire loss record at the rate estab- 

lished the first three months of this year, the total 
loss for 1926 will approximate $37,500,000, which 
would be a new high loss record for the state, accord- 
ing to State Fire Marshal John G. Gamber. The prop- 
erty loss in Illinois last year amounted to $28,517,700, 
which was the highest annual loss by fire up to that 
time. 

Classes of property suffering the most severe losses 


in March were as follows: Factories, $1,444,046; 
stores, $617,739; dwellings, $595,104; warehouses, 
$435,577. 


Of the known causes of fire, electricity caused the 
largest loss during March, with $443,367. Other lead- 
ing causes were: Sparks on roofs, $155,691; exposure, 
$148,365 ; rubbish and litter, $128,700; stoves and fur- 
naces, $116,907; chimneys and flues, $106,890. These 
are the figures. 

Note that of this loss $595,104 represents the loss in 
private dwellings ; sparks on roofs caused $155,691 dam- 
age ; defective flues and chimneys caused $106,907 dam- 
age. These latter figures represent losses during the 
month of March of this year in one state. A slight 
stretch of the imagination will aid in giving an estimate 
of what the annual fire loss amounts to. Of this it is 
also seen that sparks falling on unprotected roofs 
make up no inconsiderable portion in the great destruc- 
tive action, 

From these figures it is seen that the sheet metal con- 
tractor still has an excellent argument in favor of some 
form of sheet metal roof. 

The form of advertising which embodies facts re- 
vealed by some person of authority such as the state 
fire marshal is not a new one. It has been used suc- 
cessfully for a long time, but its value as a business 
producer is unquestioned. Other industries have used it 
with great success. 

Sheet metal contractors who are desirous of increas- 
ing their business cannot very well afford to neglect to 
use such valuable information. It is excellent sales 
talk. It brings the prospect to his senses with a start. 

It seems that in spite of all that can be done to cut 
down this enormous fire loss, it mounts each year. 
Therefore anyone in the business of selling and erect- 
ing fireproof materials should, by this fact alone, be 
encouraged to even greater activity. By so doing you 
will render a real service. 

A well coérdinated window display, newspaper and 
direct mail advertising campaign embodying a group of 
figures such as those given will go a long way toward 
prejudicing home owners in favor of tight flues for 
their furnaces and metal roofs for their dwellings and 
factories. 
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Animal Shelter Ventilating Needs Sheet 
Metal Contractors’ Opportunity 


Describing Proper Location of 
Air Flues and Roof Ventilators 


By HENRY GIESE, Agricultural Engineering Section, Iowa State College, Ames. 


NE of the most important 

problems on the farm today 
is the ventilation of animal shelters. 
Much time and effort have been 
spent in producing higher types of 
livestock to increase productivity 
and profit. These high-producing 
birds and animals require better 
housing facilities than their ances- 
tors were forced to get along with. 
True enough it is a healthy hen that 
can live in the trees and survive the 
winter, but she is not the one who 
produces 200 eggs per year. It has 
been said that even a crow lays eggs 
in April and May so what has a hen 
to her credit if she does no better. 
Better livestock deserve better 
buildings. Better buildings deserve 
ventilating systems. The newer 
buildings are built tighter and less 
air filters through than could 
through the older ones. However, 
natural infiltration of air is uncer- 
tain, drafty and generally unsatis- 
factory. When the air is warm and 
still, practically no circulation takes 
place while on the other hand, when 
the weather is cold and windy, an 
excess of air blows through the 
building and the livestock are 
chilled. 

One of the first essentials of a 
good ventilation system is that it 
provide an adequate supply of fresh 
air at all times. This does not mean 
that this is the most important fac- 
tor. In fact, it is an interesting fact 
to note that as regards the ventila- 
tion of public buildings, no consid- 
erable group of scientists have ever 
attributed the bad effects of poor 
ventilation to a lack of oxygen. 

In its extensive study of the ven- 





*Address on “The Ventilation of 
Animal Shelters,” by Henry Giese, 
Agricultural Engineering Section, 
Iowa State College, delivered before 
the delegates to the convention of the 
Iowa Sheet Metal Contractors’ Associ- 
ation, held at Ames, Iowa, March 22 
to 24, 1926. 


tilation of school buildings, the New 
York Commission on Ventilation 
has decided that harmful effects of 
poor ventilation are due to physical 
rather than chemical properties of 
the air. Temperature, relative hu- 
midity, and rate of air movement 
are the vital factors to be consid- 
ered in ventilation. Recent tests at 
this institution would seem to indi- 
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Figure 1. Modified King System of 
Ventilation 


cate that the same conditions hold 
true in regard to farm livestock al- 
though the range may be consider- 
ably different. 

The body may be likened to an 
engine operating at a constant tem- 
perature. Food and air taken into 
the system are burned and generate 
heat tending to increase the body 
temperature. This is balanced by 
radiation from the body surfaces 
and the evaporation of moisture 
from the skin. Under ordinary cir- 
cumstances the body is able to vary 
these factors and bodily comfort 
results. However, extremes tend- 
ing to upset the balance beyond the 
power of the body to adjust itself 
automatically, cause discomfort. 

Temperature of course has a di- 
rect influence upon comfort. Rela- 
tive humidity acts in much the same 
way. By relative humidity we 
mean the ratio of the moisture in 


the air to the amount that the air 
will hold at any specific tempera- 
ture. That is, if the air has half as 
much moisture as it will hold, we 
say its relative humidity is 50%. 
Water in changing from liquid to 
vapor form must take up a large 
quantity of heat. As the moisture 
evaporates from the body surfaces, 
it takes this heat from the body and 
in this way functions as one of the 
factors tending to lower the body 
temperature. The less moisture in 
the air, the greater its capacity to 
take up more and hence if two 
rooms are kept at the same temper- 
ature but at different relative hu- 
midities, the one in which the rela- 
tive humidity is lower will seem 
cooler to the body. ' The rate at 
which the air is moving past the 
body also affects the rate of evapor- 
ation and in that way exerts its in- 
fluence on body comfort. A good 
ventilation system, then, should so 
control these factors as to maintain 
body comfort. 


In addition to the effect on the 


‘animals, a lack of ventilation means 


wet walls and ceilings.. This in 
turn means decayed timbers, spoiled 
feed and other evils. A good venti- 
lation system should keep the tim- 
bers and feed reasonably dry. 
Methods of Ventilation 
Several methods of ventilation 
are available. The one most com- 
monly used in public and industrial 
buildings is the forced or fan sys- 
tem. This is positive in its action 
and produces nearly uniform re- 
sults. It has, however, not gained 
much favor in farm structures be- 
cause of the expense of operation 
and because many farmers do not 
have electrical energy available. 
The systems now commonly used 
in animal shelters are known as nat- 
ural system. They are so called 
because the forces of nature are 
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utilized to produce circulation of 
air. 

It is a well known fact that air 
expands upon being heated. + A rise 
in temperature of one degree Fahr- 
enheit will increase the volume of 
491 feet of air one cubic foot. The 
weight per cubic foot is corre- 
spondingly reduced. Since air is 
free to flow, this rarefied air is 
forced upward by the colder and 
heavier air. The animals constantly 
radiate heat and thus provide a con- 
stant motive force for the circula- 
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be insulated to prevent the cooling 
of the air before it is discharged 
at the top of the ventilating flue. 
Air currents or wind also serve 
as a motive force in a natural ven- 
tilation system. Pressure on the 
windward side of a building tends 
to force air through the intakes on 
that side and the suction of the air 
flowing past the ventilator head 
tends to draw air out through the 
out-takes. To provide best circu- 
lation the intakes should be well dis- 
tributed and provided with back 
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Figure 2. Effect of Outside Temperature on Flue Velocity 


tion of air. It is evident, however, 
that to secure a definite flow of air 
in this way, it is necessary to pro- 
vide flues where the old air can en- 
ter and the warm air escape. It is 
also necessary to conserve the body 
heat. Heat that is transmitted 
through stable walls and ceilings 
does not assist in providing a 
change of air. Insulation then is 
an essential for the proper working 
of a ventilation system using heat 
as its motive power. With a large 
number of commercial insulating 
materials on the market at a reason- 
able price, it is a relatively simple 
matter to insulate both walls and 
ceiling. Ventilating flues must also 


drafters so that the air does not 
blow across the building and out 
through the intakes on the leeward 
side. It is also essential that an ef- 
ficient ventilator head be provided 
at the top of the out-take flues. 
While the same factors which 
govern comfort in the ventilation of 
human shelters also maintain in an- 
imal shelters, there is one respect 
in which the problems are essen- 
tially different. Ventilation being 
primarily a’ winter problem we will 
consider winter conditions. With 
a zero temperature outside, air is 
brought into a house at zero tem- 
perature and heated artificially to 
about 72° Fahrenheit. With a nor- 
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mal relative humidity of 80% in 
Iowa in winter, the incoming air 
contains 80% of .539 or .431 grains 
of water to the cubic foot. 7,000 
grains weigh one pound. Air at 
72° F. has a capacity of 8.5 grains 
of water. Air that is brought in at 
80% relative humidity at zero and 
heated to 72° has a relative humid- 
ity of slightly more than 5%. It 
has been said that Death Valley, 
California, is the driest spot on the 
face of the earth except for the av- 
erage residence. The comfort zone 
as far as relative humidity is con- 
cerned, is between 50% and 60%. 
It is then necessary to evaporate a 
large quantity of water to bring the 


atmosphere up to a comfortable 
condition. 
Animal shelters on the other 


hand present just the reverse of 
this situation. In addition to 
throwing off some heat, the animals 
throw off a large amount of mois- 
ture in the breath and by evapora- 
tion from the skin. A 900 pound 
cow gives off daily more than 15 
pounds of water as invisible vapor 
from the skin and lungs. A 20 cow 
stable would therefore have 300 
pounds of water deposited in the 
air daily. 

If, as is the case in many stables, 
the temperature within the stable 
is practically the same as outside, 
and assuming that air brought in at 
80% relative humidity could be dis- 
charged saturated, it would take a 
circulation of 685 cubic feet per 
minute per cow or 1370 cubic feet 
per minute for a stable of 20 cows. 
On the other hand if the stable is 
well insulated so that while the tem- 
perature is zero outside, the cows 
are able to warm the air so that it is 
discharged at 32° and also assum- 
ing that it is discharged saturated, 
it would take a flow of only 44.3 
cubic feet per minute per cow or 
886 cubic feet per minute for a 
stable of 20 cows. In other words, 
if the animal heat is conserved by 
careful insulation, only one fif- 
teenth as much air is necessary for 
the removal of moisture as would 
be if the air left the stable un- 
heated. In addition to this, the 
temperature is more favorable to 
animal comfort. 
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Flow of Air Through Venti- 
lating Flues 


Kelley found that while a num- 
ber of factors such as flue height, 
difference in temperature between 
inside and outside affect the flow 
of air through a ventilating flue, 
that under conditions of the aver- 
age installation, the outside tem- 
perature is the most closely related. 
This is assuming a constant produc- 
tion of heat within the stable. He 
found that below a temperature of 
about 22° F. the longer flues were 
most effective whereas above 22° 
F. the shorter flues became more 
effective. Kelley also noted that 
the influence of wind varies with 
the direction. Wind at right angles 
to the axis of the barn is consider- 
ably more effective than that blow- 
ing at an angle or lengthwise. The 
reasons are possibly two-fold, since 
the intakes are usually placed on 
the sides of a barn. 

First, a wind from the side flows 
directly into the intake flues where- 
as that from the end blows past 


them and second, the wind from the - 


side is deflected upward by the 
slope of the roof and probably in- 
fluences the action of the ventilator. 
Kelley states that “tests made under 
field conditions show that the wind 
has little effect on the amount of 
ventilation at velocities below four 
miles per hour and that it is not 
often a dominant factor until after 
it exceeds ten miles per hour.” 

The wind is a decidedly variable 
factor and is constantly fluctuating 
from zero to a velocity of thirty 
miles per hour and often much 
higher. The average velocity for 
central Iowa for the four months, 
November, December, January and 
February is 7.9 miles per hour or 
less than experience would show is 
necessary to be a dominant factor. 
In fact, owing to its variableness, 
wind is not in itself a suitable source 
of power for the ventilation of ani- 
mal shelters. 

Most ventilation systems are built 
on the assumption of a flue velocity 
of 250 feet per minute. This is a 
conservative allowance for mild 
weather and must be throttled 
down in severe weather. On this 


basis, out-take flue areas are usually 
taken as follows: 
ees PS PET 36 square inches 
Marketable size hog, 12 square in. 
Sow and litter..36 square inches 
SOUR. ovtatuetecs 1 square inch 
Ventilator Design 

Not the least in importance of the 
various parts of a ventilation sys- 
tem is the ventilator head. The old 
fashioned wooden cupola is being 
gradually but surely displaced by 
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influence of wind. These were in 
turn placed in a wind tunnel and 
observations made of the air move- 
ment induced through the venti- 
lator. They divided automatic 
ventilators into four general classes 
as follows: 

Plain stationary, stationary si- 
phoning, plain rotary, rotary si- 
phoning—according to whether 
they were so constructed as to turn 
with the wind and also whether they 

1679 





20 











pound) 
ry 





mses 
Ld 




















Graing ( 7000 grav 
@e 

















8 
os 














the sheet metal cupola of commer- 
cial manufacture. Too often these 
are built to meet competition rather 
than to render service. The result 
of this practice is a ventilator that 
is actually worse than worthless. 
Our extension declares that fully 
90% of the ventilators now on 
farm buildings in Iowa back draft 
particularly when the wind strikes 
the building broadside. This does 
not mean that 90% of the firms 
making ventilators make improp- 
erly designed ones. It does mean 
that the farmer who has been 
taught the value of ventilation not 
only by his state college but by dear 
experience as well, is not and can- 
not be qualified to judge to quality 
of a ventilator and is very largely 
influenced by price. 

Calderwood and Mack of the 
Kansas State Agricultural College 
have made extensive tests of vari- 
ous types of ventilators under the 














Figure 3. Diagram Showing the Greatest Amount of Moisture that a Cubic 
Foot of Air Will Hold at Different Temperatures 


provided with siphons designed to 
utilize the wind to produce addi- 
tional draft. 
’ The results of their tests would 
indicate that while individual de- 
sign plays an important part in 
ventilator design still the average of 
all those tested show that the ro- 
tary is more efficient than the sta- 
tionary and the siphoning more effi- 
cient than the plain. In order of 
efficiency beginning at the bottom, 
they are plain stationary, stationary 
siphoning, plain rotary and rotary 
siphoning. One interesting fact 
that should be noted is that a plain 
open pipe with no ventilator showed 
an efficiency greater than either the 
plain stationary or the stationary si- 
phoning, quoting from their re- 
port— 

“The results of this investigation 
seem to indicate that the most ef- 
fective action in inducing air 


‘through a ventilator is the vacuum 
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produced in the wake of the wind. 
Those ventilators which showed 
marked effectiveness in these tests 
took advantage of this principle. 
Those ventilators which presented a 
large obstruction to the wind, other 
factors being the same, gave better 
results. 
Basic Principles of Ventilator 
Design 

Probably the greatest contribut- 
ing factors to the effectiveness of 
automatic ventilators are: 

1. Large projected area exposed 
to the wind. A large area produced 


ing gases should be as nearly 


straight as possible. If turns are’ 


necessary, they should be smooth 
and well rounded. 

5. The freedom of obstructions 
in the path of egress. The effec- 
tiveness of a ventilator may be ma- 
terially lowered by obstructions. 
They should, consequently, be elim- 
inated to the greatest possible ex- 
tent. 

6. Making use of the vacuum 
created by the wind. Any provision 
whereby the vacuum created by the 
wind is increased or made more ef- 
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Figure 4. Curves Showing the Average Effectiveness of the Various Classes. 
of Ventilators. . 


a larger low pressure area and a 
better exhaust. 

2. Ample area of the exit pas- 
sages. The area for the passage of 
the air leaving the ventilator should 
be at least as large as the cross sec- 
tional area of the inlet pipe. In the 
case of the stationary types of 
ventilators, the area should be 
larger, as most of the exhausted air 
passes out of the ventilator on its 
lee side when the wind is blowing. 

3. Preventing the entrance of 
wind, Air which enters the venti- 
lator must be exhausted and unless 
provision is made for the removal 
of this additional air or the pre- 
venting of its entrance, the capac- 
ity of the ventilator is proportion- 
ately decreased. 

4. The straightness of the path 
of egress of the air. Abrupt turns 
in the passage of the air introduce 
friction. The path of the outgo- 


fective will produce added venti- 
lator effectiveness.” 

To summarize then, several types 
of ventilating systems have been 
proposed but only two, the King 
system, and a combination of the 
King and Rutherford systems 
are in general use in this sec- 
tion. They are adapted for use 
in practically any type of barn. 
The principle of the King sys- 
tem is that the foul air of the 
barn, being heavily charged with 
carbon dioxide and moisture, is 
heavier than pure air and sinks to 
a low level in the barn. Conse- 
quently, the intakes deliver the 
fresh air near the ceiling while the 
outlets take the foul air out near 
the floor. 

The Rutherford principle is the 
reverse. The outlet opening is at 
the ceiling and the fresh air inlets 
are placed near the floor. This sys- 
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tem is extensively used in Canada 
but not in the States. A combina- 
tion of these systems, combining 
the best features of each, has been 
developed which is coming into gen- 
eral use and is proving successful. 

This system removes the foul air 
from the ceiling and brings the 
fresh air inlets in near the ceiling. 

The following are some of the 
conditions necessary for the suc- 
cess of these systems. 

(1) The barn walls, including 
windows, and ceiling should be as 
nearly airtight as possible, consist- 
ent with good economy. This pre- 
vents the entrance or exit of air 
through undesirable channels from 
interfering with thorough ventila- 
tion. Where air can pass through 
openings other than the regular 
ventilating flues, ventilation cannot 
be carried out efficiently. An open 
or broken window will interfere 
with a ventilating system and often 
makes it useless. 

(2) The material of which the 
walls and ceiling are constructed 
should be poor conductors of heat. 
This aids in maintaining the differ- 
ence in temperature between the air 
within the barn and the air outside 
and so assists in ventilation. 

(3) The outlet flues should be 
air tight construction and their 
walls built of material that is a poor 
heat conductor. This prevents too 
rapid cooling of the foul air as it 
goes out and minimizes the risk of 
moisture condensing within the 
flues. 

(4) The foul air outlets should 
be so located as to insure thorough 
diffusion of the fresh air through- 
out the stable, leaving no “dead” 
spots of foul air at the ends or 
sides of the barn. 

(5) The fresh air _ intakes 
should be airtight, not more than 12 
to 14 feet apart, and have a com- 
bined capacity slightly exceeding 
that of the out-takes. 

‘6) The inlets for the intake 
flues are about midway between the 
floor and the ceiling, or slightly 
lower, while their outlets are within 
eight inches of the ceiling. 

(7) In practice it is best to have 
the inlet flues of comparatively 
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small size while a smaller number 
of larger flues are used for out- 
takes. 

(8) Where the cows face out, 
the air enters within eight inches of 
the ceiling at the walls and is taken 
out by the flues located at the floor 
near the center of the barn for the 
King system and at the ceiling for 
the new system. 

(9) Where the cows face in, 
the fresh air enters through pairs 
of registers in the center of the ceil- 
ing— one for each side of the barn 
—and is taken out through the out- 
takes located at the walls. 
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(10) When the barn does not 
contain the number of animals for 
which it was designed the intakes 
may be partially closed to restrict 
ventilation proportional to the num- 
ber of cattle in the barn. .There 
must be a sufficient number of cows 


present to generate the heat neces- . 


sary to maintain the difference in 
temperature between the air in the 
barn and that without the barn, 
otherwise ventilation will not be ef- 
ficient. 

A ventilator should be placed on 
the top of the out-takes flues. A 
good ventilator should have the fol- 
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lowing qualifications : 

1. It should not interfere with 
the natural circulation of 
air due to temperature dif- 
ferences. 


2. It should be free from back- 
drafting regardless of the 
direction of the wind. 

3. It should be bird proof. 

4. It should be durable. 

5. It should be reasonable in 
price. 

6. It should present a good ap- 
pearance. 


These points should be given 
careful consideration. 


Designating the Furnace Dealer Who Will 
Profit by Consumer Advertising 


Must Install According to 
Standard Furnace Code 


By L. Wayne Arny, Director Public Relations, National Warm Air Heating and Ventilating Association 


T THE St. Louis convention 

of the National Warm Air 
Heating and Ventilating Associa- 
tion on April 13, 1926, an appro- 
priation was made for publicity and 
advertising for warm air heating. 
This action followed long discus- 
sion, during which all phases of the 
subject were given very thorough 
consideration. 

From that discussion several 
major ideas which have a very im- 
portant and direct bearing both 
upon the ultimate success of the 
proposed campaign and also upon 
the immediate future of the indus- 
try were established. Most im- 
portant of these, perhaps, was the 
conviction that warm air can be 
made a_ standard. and accepted 
means of home heating in this 
country and Canada; that its ad- 
vantages over all other means of 
home heating are so evident that 
success will follow in direct propor- 
tion to the amount of education 
which the general public receives. 
Secondly, that various conditions in 
the industry make this a most op- 
portune time to begin such a cam- 
paign; that a year ago would have 
been premature, and a year hence 


unnecessarily late. And, thirdly, 
but by no means last in importance, 
that both factors interested in the 
industry, manufacturers and deal- 
ers, must cooperate on a_ broad 
basis of mutual interest to reach the 





L. Wayne Arny, Director Public 
Relations. 


common goal in the shortest possi- 
ble time. 

Since, the endorsement of the ap- 
propriation at St. Louis many deal- 
ers have expressed an interest in 
knowing what form the campaign 


would take; how it would tie in 
with their local problems and in- 
crease their own particular bus- 
iness. While it is too soon to 
discuss the campaign in its details, 
there are certain policies which will 
be adopted and which should come 
to the attention of every warm air 
furnace dealer now, so that he may 
receive the utmost benefit from the 
campaign in his own territory. 

In this connection it can be said 
that consumer advertising must tie 
in very closely with the dealer. The 
home builder who wants a warm 
air system must be able to find a 
dealer near at hand who will sup- 
ply him with one and do it in cer- 
tain recognized ways. This means 
that there will be developed during 
the campaign a coordinated effort 
between the dealer and the con- 
sumer. 

For a dealer to receive the maxi- 
mum benefit from the coming con- 
sumer campaign he must first of all 
be a Code dealer; that is, he must 
be enthusiastic enough about the 
Standard Code to use it on every 
installation which he makes where 
it is at all possible. Secondly, he 
must sell his heating systems on a 
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quality basis and not on price. This 
applies regardless of whether it is 
a home owner or a contractor who 
buys. 

If a dealer decides that such a 
policy is impossible, that he would 
lose too much business by it, that is 
evidence that he is not the sort of 
dealer who can be tied in with any 
national consumer campaign. 

There are hundreds of warm air 
furnace dealers in the country who 
are getting enough profit on each 
sale to justify them following the 
Code every time. It is being done, 
day after day in all parts of the 
country. These men are salesmen, 
they are not afraid to turn down a 
job when it means cheap work. and 
no profit; they are keen enough to 
see that the contractor can be made 
a profitable customer once he is 
shown that a Code job with its 
guaranteed heat increases the value 
and salability of the homes he 
builds. They are also good enough 
installers to have the large majority 
of their jobs give satisfaction im- 
mediately after they are installed— 
not several weeks after when extra 
service expense has been added to 
the final cost. 

Special effort will be made in the 
coming advertising campaign to 
limit its advantages to dealers who 
can be relied upon to do the follow- 
ing things: 

1. Install according to the 
Standard Code. 

2. Sell on quality only and not 
price. 


3. Turn down every job which 


has to be sold so low that it cannot 
be installed accerding to the Stand- 
ard Code. 

From this advertising also, there 
probably will be numerous inquiries 
from_interested home builders and 
other live prospects. These will be 
referred by the publicity office of 
the association only to those dealers 
who have signed the Code pledge. 
This was the original understanding 
when the Code Pledge cards were 
first sent out and it will be adhered 
to during the campaign. At the 
present time about 1,030 dealers 
have signed the pledge. The cards 


are on file in the publicity office and 
will be used to refer inquiries that 
follow the advertising. 

It is, therefore, important that all 
dealers who are in sympathy with 
the ideals under which the adver- 
tising campaign will be conducted, 
that is, code installations through- 
out and quality salesmanship, sign 
the Code pledge if they have not 
already done so. Cards for this 
purpose may be obtained either 
through their manufacturer or 


direct from the association head- 
quarters at 52 West Gay street, 
Columbus, Ohio. 





Frontispiece of Booklet Reduced 2% 
Times 


The association has recently pub- 
lished a little booklet describing the 
advantages of warm air heating 
entitled “Putting Comfort in the 
Home.” This was designed for the 
consumer and as a medium where- 
by he may have facts upon which to 
base his choice of a heating system. 
Write to your manufacturer and 
have him send some of these book- 
lets to you, then distribute them 
among your prospects and follow it 
up with a personal call. If the 
prospect happens to be a contractor 
so much the better. It will give you 
an opportunity of telling him how 
much value he can put into his 
house by installing a warm air sys- 
tem according to the Standard 
Code. This will prove an effective 
way of keeping your prospects ac- 
tive until such time as the consumer 
advertising appears. 
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Lists Nine Reasons 
Why Prosperity Is 
Here to Stay 

Prosperity will continue indef- 
initely and with increasing business, 
according to J. Laurence Laughlin, 
professor emeritus of political econ- 
omy at the University of Chicago, 
in an article on the “Industrial Out- 
look” published in the current issue 
of “The Journal of Political Econo- 
my.” He cites these reasons: 

“1. Little or no speculation in 
carrying goods for a rise; low in- 
ventories, but with some signs of an 
increase. 2. Low rates of interest. 
3. Fair, average harvests. 4. Pro- 
duction in some cases nearing capac- 
ity. 5. The greatest number of rail- 
way cars loaded in our history. 6. 
An enormous increase in bank clear- 
ings, which goes with increasing 
production and greater exchange of 
goods. 7. Lower taxes. 8. The 
funding of European debts. 9, In- 
creasing economic activity and pur- 
chasing power in Europe.” 


B. F. Sturtevant Company 
Issues Attractive Product 
and Property Folder 

The B. F. Sturtevant Company, 
Boston, has issued an attractive little 
folder entitled “A Nation-Wide 
Service in Air Engineering.” The 
piece lists some 75 or more products 
made by the company, in addition 
to giving the city and street address 
of the 30 odd B. F. Sturtevant 
Company locations. Illustrations 
of the parent plant at Highland 
Park, Boston; the Wisconsin, 
Berkeley, California ; Galt, Ontario ; 
Camden, New Jersey, and Framing- 
ham, Massachusetts, are also shown. 





Graves Supply Company 
Head Dies After Life 
Devoted to Service 


The host of friends of George 
W. Graves, president and treasurer 
of the Graves Supply Company, 
Cincinnati, Ohio, will be sorry to 
learn of the death of Mr. Graves. 

Mr. Graves had been connected 
with the gas stove industry during 
the greater part of his industrious 
life. 
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The Graves Supply Company, 
manufacturers of Nosee gas appli- 
ances, are successors to the Graves 


Supply Company of New York and 
the Mers Gas Stove Company, 
Cincinnati. 


Throwing a Thousand Dollars Into 
the Warm Air Furnace. 


Re-Circulated Air in Warm Air Sys- 
tem World’s Greatest Money Maker 


By Georce BorppENER, The Fox Furnace Company. 


OUNDS foolish? Wait! 

It is conceded by the warm air 
heating industry that the use of 
basement air is extremely wasteful 
of health, comfort, happiness and 
the home owner’s pocketbook. I do 
not propose to dwell upon the rav- 
ages of basement air in its disas- 
trous relationship to the health, 
comfort and happiness of the home 
owners who use this system. This 
for the reason you can appeal to a 
person’s pocketbook and then auto- 
matically show them the way to 
these vigorous attributes. 

It is reasonable to state that the 
average 6-room home using base- 
ment air will consume at least ten 
tons of a fairly good grade of soft 
coal during one entire heating sea- 
son. This figure is conservative, 
based on the experience of others 
and myself. Estimate the price of 
coal at $8 per ton and you have a 
grand total for the heating season 
of $80. A conservative estimate of 
the percentage of saving which can 
be made by the installation of one 
or two cold air returns is 30 per 
cent. Some men connected with the 
warm air heating industry estimate 
savings as high as 40 per cent. How- 
ever, based on the more conservative 
30 per cent figure, the actual amount 
saved at the end of the first heating 
season after cold air returns have 
been installed is $24 plus interest at 
6 per cent or $25.44. At the end of 
the second year add the first year 
saving with interest or $25.44 plus 
the saving on the coal bill of $24 
for the second year plus interest at 
6 per cent on the entire amount 
which makes a total of $52.42, etc. 
At the end of the twenty-first year 
the accumulated sum in principal 


and interest is more than $1,000. 
This is from an original investment 
of from $35 to $90 in cold air re- 
turns. Whose business or profes- 
sion or what kind of business or 
profession can show such tremen- 
dous profits ? 


Interest 

End of at6% Total 
First year ...... $24.00 $1.44 $25.44 
) | EEE ee 49.44 2.98 52.42 
sR 76.42 4.58 81.00 
ee PE Sars: 105.00 6.30 111.30 
ERS 135.30 8.11 143.41 
BE ashe box 167.41 10.04 177.45 
Seventh ........ 201.45 1208 213.53 
| Sea ein! 237.53 14.25 251.78 
BE: “Davecs cde 275.78 1654 292.32 
ie 2k ss 316.32 18.97 335.29 
Eleventh ....... 359.29 21.55 380.84 
Twelfth ........ 404.84 2429 429.13 
Thirteenth ...... 453.13 27.18 480.31 
Fourteenth ..... 504.31 30.25 534.56 
Fifteenth ....... 558.56 33.37 591.87 
Sixteenth ....... 615.87 36.95 652.82 
Seventeenth .... 67682 40.60 717.42 
Eighteenth ..... 741.42 4448 785.90 
Nineteenth ..... 809.90 48.59 858.49 
Twentieth ...... 882.49 52.94 935.43 


Twenty-first .... 959.43 57.56 1,016.99 
What kind of bank or mortgage 
company could possibly sell an in- 
vestment like this? Where is the 
gilt edge common stock that could 
duplicate this performance? 

Mr. Warm Air Heating Man, 
wherever you may be, Think! 
Think! Think! Get out of the 
category of the warm air heating 
business, throw away your overalls, 
dress up, use Rolls-Royce manners 
and sell the best investment in the 
world. Don’t worm your way to 
the back door; bounce onto the 
front porch, stamp your feet, ring 
the door bell, step back three feet 
while the lady of the house comes 
to the door, be courteous, and then 
step up and present your business 
card. Talk re-circulatory invest- 
ment. Use the above figures or 
make up your own if you do not 
agree with mine. 
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Let’s get off on the right foot and 
sell re-circulated air investment (the 
term re-circulated air sounds warm 
—is warmer than cold air) but for 
heaven’s sake don’t hang re-circu- 
latory returns on a diseased hot-air 
system. You know the symptoms 
and you know the cure. I’m yelling 
this at you now so you'll hear it and 
so I won't have to repeat it. The 
cure is the Standard Furnace Code. 

The question might arise as to 
why I have figured the investment 
over a twenty-one year period. For 
twenty years the saving is $935.43, 
but for twenty-one years $1,016.99. 
To me a thousand dollars sounds 
like five hundred dollars more than 
$900. A shirt at $4.98 seems like 
a whole lot less than the same shirt 
at $5. Will the heating system last 
that long? Certainly—if you have 
done your job right. How do I 
know it will? Because twenty-one 
to thirty-five years ago some fur- 
nace men all over the United States 


. installed some long-winded warm air 


systems. Get that? Warm air sys- 
tems. True, a lot of them were put 
in with outside air and are still per- 
forming that way, and some of them 
have been changed over to the re- 
circulatory system, but the jobs are 
satisfactory because the warm air 
and cold air pipe capacities and the 
furnace were properly proportioned 
for the job. The furnaces on those 


jobs have had a real chance to 


breathe. To the warm air heating 
industry what might be classified as 
the world’s greatest handicap has 
now been removed through the 
presentation of the Standard Code. 


Any other savings? Yes, lots of 
them. Dust and dirt from the base- 
ment necessitates frequent deco- 
rating expense. The furnace cannot 
possibly get enough air to give long 
life to the castings. Result—repair 
bills or possibly a new furnace. The 
hot air from the furnace cannot 
travel through the warm air pipes 
fast enough. Result—a very large 
portion of the hot air has to radiate 
through the furnace casing. Re- 
sult—after it comes through it does 
not know where to go; it remains 
in the basement. Result—basement 
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temperature of from 60 to 85 de- 
grees. Result—the lumber dries out 
beyond reason—it squeaks because 
it’s being mistreated (burglars in 
the house). Half of ten tons of 
coal used to heat the basement— 
possibly two tons for creating and 
maintaining a draft and the three 
remaining tons of coal were finally 
pushed to the first and second floors. 
Yes, sir! That’s the “baby” they 
have in that house using basement 


air. Hundreds of thousands like it. 
Think of the money it costs in those 
thousands of homes to push three 
tons of coal to the upper floors 
through the entire winter. 

Save the backaches of the hun- 
dreds of thousands—save the worry, 
the expense, increase health and 
happiness, be helpful to humanity. 
Sell the world’s best investment— 
cold air returns—pardon me—re- 
circulated air. 


Bill Finds Way to Construct Adver- 
tisements With Pulling Power 


Neglects to Mention Standard Furnace 
Code, But “‘ Struts His Stuff’’ Nevertheless 


HERE is no gainsaying the 

fact that any man who wills to 

do a thing can find the means to do 

it, provided he sets about it in the 
right. 

Down in Grand Island, Nebraska, 
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210-212 West Second St. 


The Rudy System of Home Heating 


—enables you to control and maintain the correct air 
conditions in the home. 
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ture, it is pure and clean, and the breezes keep 
it in constant movement and These 
then, are the ideal conditions that are remarkable 
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there is ‘a man—a furnace installer 
—Bill by name—who wills to ad- 
vertise the warm air heating indus- 
try. Now Bill is not an advertising 
copy writer in the strict sense of 
the word, but he is an advertiser. 








tii 
and scientific A WARM AIR 
HEATING and VENTILA IG SYSTEM is superior 
to all other methods of home heating in existence 
at this time. 
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percentage of moisture in the 
which is necessary for good health, 
UDY FRESH AIR HEATING SYSTEM can be 
automatically regulated so as to require minimum 
attention, quick in operation—the warm air is pour- 
ing from the register within seven minutes after 
the 


I --4f4- ystem f home. fit 
in ting s: ‘or your . profi 
by the long of thousands of home owners 


and by the of of the best minds in the 
sclentitie dant —Y a‘RUDY FRESH AIR 
HEATING SYSTEM installed by heating men who 
know how. 


ann G 


Grand Island, Neb. 

















either to THE RUDY FURNACE CO., DOWAGIAC, MICH., or THE HEHNKE- 
et hy hey tame A heating man will call and give you RUDY HEATING information. 
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Illustrating One of Bill's Quartette Series. They Got the Orders 
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He knows that a warm air heating 
system has certain definite advan- 
tages over any other system, be- 
cause he has thoroughly analyzed 
the system. He also knows that 
these particular advantages are just 
what the home owner needs and has 
been looking for. 

Bill knows that his story must 
play up these particular advantages. 
But Bill is not an adept in the use 
of the king’s English and for that 
reason he finds difficulty in telling 
his story in the words of a college 
professor. Nevertheless Bill is 
nothing daunted. He is observant. 
When he sees an automobile ad or 
a listerine ad or an ad for school 
girl complexion cream which he 
thinks he can change sufficiently to 
meet his own needs, he is not ad- 
verse to lifting a line here and an- 
other there, patching them together 
and producing an advertisement that 
will exactly fill his requirements. 

Bill’s full name is William Hehn- 
ke and he is the Hehnke portion of 
the Hehnke- Lohmann Company, 


210 West Second Street, Grand 
Island, Nebraska. The accom- 
panying advertisement illustrates 


very effectively how well Bill has 
succeeded in getting just the right 
slant on the story he wished to put 
over. He is not an advertising copy 
writer, but just a furnace installer 
who employs common sense in his 
work, Bill is very modest and makes 
no claim to originality. He frankly 
admits that he “lifted” the “stuff” 
from several other ads. But he must 
be given credit for having sufficient 
gray matter and common sense to 
know how to go about getting what 
he wanted. 

The advertisement shown is one 
of a series of four which Bill used 
during one month, placing one in 
the local paper each week. At the 
end of the month he put the four 
ads together, ran them off on a page 
and mailed them out to a selected 
list of prospective furnace buyers. 

Bill believes absolutely in selling 
furnaces the health, comfort and 
economy way. He says when you 
start talking about furnace con- 
struction in the ad, people are apt 


to get suspicious. They think your 
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product is cheap. Bill is right on 
that score. Why should anyone have 
to spend a lot of time explaining 
furnace construction to the lady of 
the house? If you tell how the fur- 
nace will protect the health of her 
family during cold weather she is 
more apt to respond—and with 
reason. 

No, Bill has done a good job, and 
his ads pull the business. Try his 
tactics. You'll get results. 

There’s only one thing that Bill 
forgot and that is to mention the 
Standard Furnace Code in his ad. 
If he had done that there would be 
absolutely no bone to pick. 

W. E. Hull Likes Our Fight 
for Better Furnace and 
Sheet Metal Work 


To AMERICAN ARTISAN: 

In your issue of April 10, 1926, 
you show the first floor plan of a 
6-room bungalow and the method of 
determining the pipe area for each 
room. I should like to call your at- 
tention to the northeast bedroom 
which is computed to have 61.27 
square inches of warm air, includ- 
ing the 15 per cent which must be 
added for northeast exposure. You 
have used a 10-inch pipe, while a 
9-inch pipe carries 63 square inches. 

I enjoy the fight you are putting 
up for a bigger and better furnace 
and sheet metal business. 








United States Register 
Has New Catalog Available 
for Distribution 


The United States Register Com- 
pany, Battle Creek, Michigan, 
makers of warm air registers, have 
issued a new catalog No. 20. The 
booklet is descriptive of the latest 
developments in steel and wooden 
registers made by the company. The 
book is now available for distribu- 
tion and a copy of it can be had by 
directing a post card to the com- 
pany at Battle Creek, Michigan. 





George Gamble Explains 
Why Bates and Lee 
Plans Won’t Work 
To AMERICAN ARTISAN: 
When I sent in my opinion on 
the Mr. Ejickelberg’s difficulty, I did 


not expect to get into an argument 
about it; but since you have asked 
me specifically, I will tell you why I 
do not think Mr. Bates’ plan or that 
of Mr. Lee will work. The living 
room ceiling is as high as the entire 
house and we all know that you 
have to heat a room from the top 
down. Therefore, if you leave the 
bed chamber and back room doors 
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on the second floor open, these will 
get warm before any start is made 
on the heating of the living room. 
For this reason the doors in the 
bed chambers and bath room will 
have to be kept closed, while some 
other provision for taking the cold 
air out of them will have to be 
made. 
GeorGE W. GAMBLE. 


“Will It Pay’’ Good Yard Stick to Use 
on Proposed Expenditures 


Leaks Must Be Plugged and Accu- 
rate Accounts Kept at All Times 


By Rosert L. ALEXANDER 


E ARE all in business with 

the object—perhaps I should 
say hope—of making a fair and 
reasonable profit. Therefore a 
“leak” may be defined as something 
in the conduct of a retail hardware 
store that causes the profit, when we 
come to look for it, to be less than 
we expect or believe we have a right 
to expect. 

A great many leaks may be elim- 
inated by simply following up just a 
little farther—just a little more 
carefully—than we do now and that 
the difference between success and 
failure in any one point is very 
small. 

They tell a story of the great 
artist, Michael Angelo. A young 
pupil, watching the master at work, 
said to him, “Master, why are you 
so particular about trifles?” and 
the master replied, “My son, trifles 
make perfection and perfection is 
no trifle.” Of course, the moral 
usually drawn from this story is 
obvious, but it seems to me that 
there is another lesson hidden here 
also. It is that when perfection— 
or success—is split into the many 
trifles of which it is composed, it 
requires but little more effort—but 
little more care—to do our best to 
master that point. It required very 
little more care on Michael Angelo’s 
part to be sure that this color was 
he left it. 

I sometimes question whether 
just right—that line just so—before 


. 
painstaking care is not often mis- 
called “genius.” 

I believe | have “cussed” the in- 
come tax more than any man in this 
room, because my business has 
brought me in contact with greater 
quantities of it. But there are 
many good things to be said for the 
income tax—after it is done for the 
year. For instance, it compelled the 
average retailer to keep much better 
records of his business, and conse- 
quently he knows much more of its 
strength and weakness today than 
he used to. No longer can he keep 
records as did Henry Squires at his 
cross roads store. Poor Henry 


. couldn’t read or write, so he kept 


his books by a peculiar system of 
his own. One day Si Perkins came 
in and said, “Well, Hen, how much 
do I owe you?” Henry fumbled 
through his ledger and, after 
scratching his head a bit, finally an- 
nounced a total to which Si took 
prompt exception and demanded the 
items. Hen rattled them off fluent- 
ly enough, ending with “one 
cheese.” Si said, “By gum, Hen, I 
knew you had made a mistake. I 
hain’t never got no cheese off’n 
you.” Henry was much taken back 
for a moment, but soon he bright- 
ened and announced, “Oh, I see it 
now, Si. It’s a grindstone and I 
just forgot to put the hole in it.” 
Let us consider for a moment 
how much further we must go than 
the income tax compels us in order 
to determine what our real profit 
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This Brand Carries a Real Message to Every User of Sheet Steel 


This trade mark stenciled on 
galvanized Sheet Steel is defi- 
nite insurance to the buyer 
that every sheet so branded is 
of prime quality—full weight 
for the gauge stamped on the 


sheet— never less than 28 
gauge—and that the galvaniz- 
ing is of the full weight and 
quality established by the 
Sheet Steel Trade Extension 
Committee specification. 
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The Public is Calling for 
Sheet Steel Products 


Are You Getting Your Share of This Increasing Demand ? 


The response of the public to 
the educational work of the 
Sheet Steel Trade Extension 
Committee has been prompt 
and definite. And thatresponse 
is steadily growing. 

By every mail, in our Central 
Office at Pittsburgh, we receive 
a steady stream of inquiries ask- 
ing where this, that or the 
other Sheet Steel product can 
be obtained or where informa- 
tion regarding it can be secured. 


These inquiries cover an endless 
variety of products—garages, 
clothes dryers, humidifiers, hos- 
pital, hotel and residence furni- 
ture, roofing and siding in vari- 
ous forms, stampings for special 
purposes, tanks, grain bins, farm 


equipment, steel ceilings and 
wall paneling, refrigerators, 
kitchen cabinets, and many 
others far beyond the limits of 
enumeration in this space. 


These direct inquiries, however, 
represent only a small fraction 
of the public interest in the 
service value of Sheet Steel and 
its products which is being 
aroused by this nation-wide 
educational work. An interest 
which is being rapidly capital- 
ized into profit by fabricators 
and distributors who are tak- 
ing advantage of this situation 
to aggressively merchandise 
and push the sale of the Sheet 
Steel products which they make 
or sell. 
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TRADE EXTENSION COMMITTEE 
OLIVER BUILDING 


PITTSBURGH PENNSYLVANIA 
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may have been. Your Uncle Sam 
wants to know the total profit of 
you—John Smith—as an indi- 
vidual, rather than that of John 
Smith as a hardware man. For in- 
stance, if you have a property three 
squares down the street from your 
store and sell it at a profit of 


$4,000, the government is keenly, 


and rightly, interested in that profit, 
but all of us know enough to disre- 
gard it in considering the profits of 
our hardware store. 

Similarly on our income tax re- 
turn we cannot charge interest on 
our investment into expense, be- 
cause that is a profit of the indi- 
vidual, but the hardware store 
profit is not correct until this has, 
been deducted. Once when I was 
traveling, one of my cusotmers let 
his account run considerably be- 
hind, and the member of the firm 
who attended to credits asked me to 
take the matter up with my cus- 
tomer. I was very much impressed 
by the fact that the customer did 
not attempt to give me any stall, but 
boldly announced that he knew he 
was behind and he was afraid he 
would be more or less tied up for 
some time yet, concluding with the 
magnificent announcement that “it 
was all right—we could charge him 
interest.” When I reported to the 
“boss,” he said, “Of course we will 
charge the interest under the cir- 
cumstances and hope we will 
eventually get both principal and 
interest, but even if we do, that 
won't make it ‘all right.’ I wish 
you would try to explain to these 
fellows, Bob, that if 6 per cent on 
our money was all we needed to 
live on we would no longer work 
all day and worry half the night, 
but would sell out, put our money 
in mortgages and retire.” 

I think you get my point, though 
if you ever tried-to sell the idea to 
a debtor, you’ll admit that part isn’t 
easy to do. Anyway, remember 
that your real profit consists only 
in the excess return over what your 
capital would bring if invested in 
mortgages and if you fool yourself 
you are hiding a lot of leaks. 

Now take the question of pro- 
prietor’s salary. Suppose you have 
been drawing $50 per week as head 


clerk for someone, but are about to 
take your little all and venture for 
yourself. You reason quite prop- 
erly that your capital is small and 
the start will be pretty hard, so you 
resolve not to draw one cent more 
from the business than you can 
help, until it gets on its feet. All 
quite correct as far as it goes, but 
no matter how little you draw, you 
should credit yourself with $50 
salary each week. You will have 
only your gain above that amount 
to recompense you for the worries 
and risks of proprietorship and 
that is all that can be properly called 
a profit. Of course, under these 
conditions you will very likely show 
a loss instead of a profit, but you 
haven’t fooled yourself and are in a 
position to look for the leaks, and 
the loss is deductible on your in- 
come tax return, anyway. 

So it is with the store property 
which you own. Open up a Build- 
ing Income and Expense account, 
charging it with taxes, mortgage 
interest, repairs, etc., and crediting 
it with just the rental you would 
get from another occupant, charg- 
ing the business in turn with the 
same amount. At the end of the 
year it will be clear just how the 


business made out and the profit on 


the real estate will show separately, 
as it should. If you fool yourself, 
you won't even know when to look 
for the leaks. Thus we get an idea 


of some of the things we should do © 


to make our bookkeeping tell us the 
truth. If you have never worked 
as a public accountant, you would 
be astonished how many people’s 
books, other than Accounts Payable 
and Accounts Receivable, are abso- 
lutely wrong. And again how many 
people’s accounts, while fairly ac- 
curate, are totally useless, because 
they do not call on them for the 
slightest guidance. They don’t fol- 
low through—just spend time and 
money on bookkeeping, because it 
seems the usual thing to do—a sort 
of “keeping up with the Joneses 
idea.” There is no surer way to 
stop leaks than to keep your records 
straight, and then use them to 
steer by. 

Only the exceptional man can 
guess his way to a profit and his 


May 1, 1926 


would be greater if he had accurate 
records and guided himself by 
them. 

Not long ago some fellow invent- 
ed the idea of using a three-legged 
stool as an illustration. It’s a darn 
good one—and will do for most 
anything—so I am going to use it. 
We can liken the big factors that 


contfol a profit—Volume, Margin 


and Expense—to the three legs of a 
stool. Let us say that the flat top 
represents “Profit.” If the Volume 
declines, with Margin and Expense 
remaining the same, inevitably the 
top or Profit slopes downward. If 
the “Margin” declines and the 
other “legs” remain the same, the 
Profit will surely decline. On the 
other hand, if Expense increases, 
down slides our Profit again. 

Our analogy now fails, for there 
is a certain relationship between 
Volume, Margin and Expense that 
does not exist between the stool 
legs. Increasing Volume is apt to 
increase Expense, or decreasing 
Expense is likely to diminish Vol- 
ume. Volume can be increased by 
decreasing Margin, while raising 
Margin is likely to decrease Vol- 
ume. 

The trick—and not an easy one at 
that—of bettering Profit lies in be- 
ing able to alter one factor without 
affecting the other two, or at least 
not affecting them proportionately. 
Any other course will produce a 
serious “leak.” 

I will say little about obtaining 
more volume, though it is a large 
subject in itself. Every merchant 
has quite a few ideas as to how to 
increase sales—and most of them 
are right—#f properly carried out. 
Let me again warn you, however, to 
beware of increasing sales at too 
great a cost in increased expense or 
in decreased matgin, for the result 
will be a fine large leak, and a de- 
creased profit. 

It is astonishing how great a pro- 
portion of sales may be made at a 
good margin in competition with 
price cutters by talking the points 
of your own goods and refusing to 
worry about the other fellow’s 
prices. That is real salesmanship— 
and you not only sell the goods but 
sell yourself with them—so that a 
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All Sizes and Shapes of Holes in all Kinds and Thicknesses of Metal. 
Punched Metal Grilles, Register Faces, Ventilators, etc. 
Guard Material for Machines and Belts. We supply a complete line of Accessories 


Screens for Grain, Minerals or anything to be screened. 
Perforated Tin and Brass always in stock 


THE HARRINGTON & KING Prerorarinc © 
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The Ferdinand Dieckmann Co. 62,2275 
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satisfied customer returns. This 
avoids quite a “leak.” 

Remember that “Mark-up” and 
“Margin” are two very different 
things. Careful records will show 
a surprising difference, even under 


the most nearly ideal conditions, 


and between them hide many possi- 
ble leaks, among which are for- 
gotten or lost charges, pilfering by 
customers or clerks, etc. 

There is one yard-stick—one test 
—for expense items and that is the 
three words, “Will it pay?” 

It matters not how much or how 
little you give a clerk if he can pass 
this test. If he wants more money, 
the question is not what Brown is 


paying or what you may have to° 


pay a man to replace him, but rather 
“Is he worth the money? Will it 
pay?” 

Other items of expense should 
pass the same test. The question, 
for instance, as to whether you 
should spend % per cent or 2% per 
cent on advertising is solely a ques- 
tion of “Will it pay?’ With this 
yard-stick many a leak can be 
plugged. 

Turnover, too, will have a great 
effect on profit. Of course, it is 
possible—and a mistake—to aim 
for too high a turnover, but 99 men 
out of 100 still aim more or less 
too low. The cost of carrying 


goods varies considerably, but” 


roughly it averages about 1% per 
cent 2 month. That’s about the 
rate at which your profit “leaks” 
away through the shelf-warmers. 

In closing let me warn against 
the idea a lot of merchants have— 
that volume is the remedy for all 
business ills—more sales regardless 
of decreased margin or increased 
expense. Instead of being a remedy 
this “volumitis” is a disease and if 
allowed to become chronic it is gen- 
erally fatal. 

The man who considers only one 
point, for instance, Volume—and 
forgets the way other things may 
be affected—gets an entirely wrong 
slant on the situation. He is like 
the Irishman and the stove. You 
know a certain hardware man had 
just put in a new line of improved 
double heaters and he had a clerk 
who was very enthusiastic. Now 


don’t ask me where he got an en- 
thusiastic clerk. I don’t know, un- 
less he trained it into him—the 
same as you would have to do. 
Anyway the clerk dilated on the 
merits of the stove, stressing the 
point that it would effect a great 
saving of fuel. Said the Irishman, 
“You say that dommed thing will 
save half me coal?” “That’s just 
what it will, Pat,” the clerk came 
back. “Then, by golly, I'll be tak- 
ing two and save it all,” was the 
Irishman’s announcement. 

I hope that you are all as success- 
ful in 1926 in stopping leaks as the 
Irishman expected to be. 





Arthur S. Jones, Charter 
Member of Old 
Guard, Dies in South 

Death has taken another Old 
Guard Southern Hardware Sales- 
men’s Association member, Arthur 
S. Jones. Mr. Jones represented 
the S. H. Wetter Manufacturing 
Company at South Pittsburgh, 
Tennessee. 

Mr. Jones died at his home in 
South Pittsburgh, Tennessee, after 
a long illness. The immediate 
cause of .death was heart trouble. 
He was a charter member of the 
Old Guard and had a host of 
friends throughout the _ entire 
southern territory. 











Southern Hardware Jobbers Associa- 
tion, Atlanta—Biltmore Hotel, Atlanta, 
Georgia, May 4, 5, 6 and 7, 1925. John 
Donnan, Secr etary-Treasurer, 821 Amer- 
ican National Bank Building, Richmond, 
Virginia. 

Old Guard Southern Hardware Sales- 
men’s Association, Atlanta-Biltmore 
Hotel, Atlanta, Georgia, May 5. R. P. 
Boyd, R. F. D. No. 4, Knoxville, Ten- 
nessee, Secretary. 

American Hardware Manufacturers’ 
Association, Atlanta Biltmore Hotel, At- 
lanta, Georgia, May 4, 5, 6 and 7, 1926. 
Frederick BD.” Mit eit Secretary-Treas- 
urer, 1819 Broadway, New York City. 


Southeastern Retail Hardware and Im- 
lement Association, (composed of Ala- 
tam Florida, Georgia and Tennessee) 


and ibition, Atlanta, 
10, 11 and 12, 1926. Wal. 
701 Grand 


ter x Theatre 
Building, Atlanta. 

Panhandle Hardware and ee 
Association, Amarillo Hotel, Amarillo, 


May 1, 1926 


May 10, 11, and 12, 1926. C. L. Thomp- 
son, Secretary-Treasurer, Canyon. 

National Association of Stove Manu- 
facturers, Astor Hotel, New York City, 
May 12 and 13, 1926. Allen W. Wil- 
liams, Secretary, 52 West Gay Street, 
Columbus, Ohio. 

Metal Branch of National Hardware 
Association, Gibson Hotel, Cincinnati, 
Ohio, May 13 and 14, 1926. W. H. 
Donlevy, Chairman, 10614 Cherry 
Street, Philadelphia, Pennsylvania. 

Arkansas Retail Hardware Associa- 
tion, Little Rock, Arkansas, May, 1926. 
L. P. Biggs, Sec 815 Southern 
Trust Building, Little ‘ock, 

Western Warm Air Furnace and 
Supply Association mid-year meeting, 
Sherman House, Chicago, May 21 and 
22. Secretary John He Hussie, 2407 
Cumming Street, Omaha, Nebraska. 

Kentucky Sheet Metal and Roofing 
Contractors’ Association, Kentucky Ho- 
tel, Louisville, May 24, 1926. O. E. 
Hutchison, Secretary, 1526 Christy Ave- 
nue, Louisville. 

National Association of Sheet Metal 
Contractors, Louisville, Kentucky, May 
24 to 28, 1926. Edwin L. Seabrook, Sec- 
retary, 608 East Chestnut Street, Phila- 
delphia, Pennsylvania. 

Carolinas Hardware Association, 
Raleigh, North Carolina, June 8 to 10, 
1926. A. R. Craig, Secretary, 717-18 
Commercial Bank Building, Charlotte, 
North Carolina. 

Mississippi Retail Hardware and Im- 
plement Association, Biloxi, June 21, 22 
and 23, 1926. Guy Nason, Secretary 
Starkville. 

National Retail Hardware Associa- 
tion 27th Annual Congress, June 21 to 
24, 1926. Herbert P. Sheets, Secretary, 
915 Meyer Kiser Bldg., Indianapolis, 
Indiana. 

















| cases Hardware Doings | 





Illinois. 

J. T. Amis has opened a hardware 

store at Dundee. 
Indiana. 

George W. Baxter and C. L. Todd 
have purchased the Moore and Remple 
Hardware Store at 320 Main Street, 
Lafayette. 

W. A. Beasley has purchased a half 
interest in the hardware store of Fred 
Crillman at Fairmount. 

Iowa. 

C. H. Leibsle has sold his hardware 
business at Conrad to Jensen Brothers. 
Kansas. 

Bloomer Hardware and Implement 
Company have sold their business at 
Holyrood te George F. Brust and Philip 

Van Meter. 
Michigan. 

The hardware department of the 
Square People Store at Menominee has 
been purchased by Henning Sollin and 
Harold Eastberg. 

Minnesota. 

The Kramer Hardware Store at 
Greenwald has been damaged by fire. 

John G. Stadheim has sold his interest 
in the North Side Store to his partner, 
William Jenson. 

Morrison County Lumber Company 
will open a hardware store at Randall. 
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"The mark of superior quality on Galvanized Steel Sheets 


INLAND “TEC” 


Master Brand Sheets 


Inland ‘‘TEC”’ Master Brand sheets are now 
available. The Master Brand mark signifies 
that the sheets bearing it have been manu- 
factured under the exacting specification of 
the Trade Extension Committee and are sub- 
ject to constant inspection and test. Inland 
Master Brand sheets carry a double assur- 
ance of uniform quality; each sheet also 
carries the Inland brand mark. 


INLAND STEEL COMPANY 
General Offices: 38 South Dearborn Street, Chicago 
Mills: Indiana Harbor, Ind., Chicago Heights, Ill., Milwaukee, Wis. 


Branch Offices and Representatives 
St. Paul Seattle St.Louis San Francisco Salt Lake City 
Milwaukee Kansas City New Orleans Los Angeles 


ale 
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TERNE PLATE 
HEADQUARTERS 





A brand as old as the Terne Plate Industry in this | 


country—the best that can be made by the oldest and 
most experienced makers of Terne Plate. Its dur- 
ability, superior quality and complete satisfaction are 
proven by its large sales to a host of satisfied users. 


FREE—two wall hangers of tables of weights of 
black and galvanized sheets sent on request. 


THE J.M. & L. A. OSBORN CO. 


“Everything used in Sheet Metal Work” 
CLEVELAND 


BUFFALO WAREHOUSE: 64-68 RAPIN STREET 
































Use 
ARMCO Ingot Iron 
for those Spring Jobs 


ONTRACTORS who work exclusively with 

ARMCO Ingot Iron find that jobs are in- 
stalled quicker—time and labor costs are re- 
duced—because “the purest iron made” is soft, 
easy to work, and solders so cleanly. 


Then, too, our big National Advertising cam- 
paign is telling millions of sheet metal pros- 
pects that ARMCO Ingot Iron is the purest 
iron made—that it has durable, rust-resisting 
qualities not to be found in any other galvan- 
ized sheet metal. 

Perhaps you would like to know more about 
ARMCO Ingot Iron—just how it has made 
bigger profits possible for other contractors— 
and how it will do the same for you. 


A post card addressed to Department D will 


bring you complete information. Write now. 


THE AMERICAN ROLLING MILL CO. 
MIDDLETOWN, OHIO 


Export: The ARMCO International Corp. 
Cable Address: ARMCO, Middletown. 





INGOT, IRON 
The Purest Iron Made 


ARMC 














Say you saw it in AMBRICAN ARTISAN—Thank you! 
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Current Demand for Steel Shows Slump— 
Industry Averages 80 to 85 Per 
Cent of Capacity 


Non-Ferrous Metals Quiet — Increased 
Demand for Lead—Pig Iron Prices Firm 


PRIL is ending with the rate 

of steel mill operations and of 
incoming new business measurably 
below those of a month ago, but 
with no marked changes from the 
conditions of last week. 

As a whole, the industry is prob- 
ably running at 80 to 85 per cent of 
capacity, showing that in consump- 
tion there has been no abrupt falling 
off from that of March, says the 
Iron Age. It says: 

“Apart from the seasonal inroad 
being made on rail and tin plate 
‘bookings, the gap between incoming 
business and shipments is less 
marked than in late April last year, 
when mill operations were between 
70 and.75 per cent. 

“Prices for bars, plates and 
shapes have been steady in the main, 
in the face of declining backlogs for 
the last two. 

“In sheets, the weakness of the 
of mills making the concessions has 
past month persists and the number 
increased.” 

Pig Iron 

No concessions in prices of pig 
iron are reported in Alabama as yet 
despite the fact that the larger con- 
sumers are openly stating that they 
expect a recession of $2.00 per ton 
and more. 

A little better aggregate of sales 
was noted last week but the market 
was not so firm and the selling must 
be more active to absorb the current 
make beyond the second quarter. 

For this quarter the furnace in- 
terests have no apprehension and 
believe that when the time comes 
there will be buying for the third 
quarter. Furnace interests are hold- 
ing at $22.00 for No. 2 foundry, 
whereas consumers anticipate $20.00 
per ton iron. 

Production in Alabama is being 
maintained and so far very little, if 


any iron has been placed on the 
yards. 

The make can hardly be increased 
for a while yet, so far as foundry 
iron is concerned, and no curtail- 
ment seems probable. 

A Little later one or more blast 
furnaces may need repairing. 
Copper 

Business in copper today was ex- 
tremely quiet. Inquiries from home 
consumers were few and a dearth of 
business was reported from abroad. 
- One consumer reports to have 
purchased from producers yesterday 
at 13.87% cents delivered in the 
Connecticut Valley for early ship- 
ment. 

Most of the large producers, how- 
ever, are still holding at 14.00 cents 
delivered for May-June-July ship- 
ment. 

Demand for refinery positions 
continues light but prices are with- 
out essential change, there being no 
pressure to sell by second hands 
who continue to ask 13.85 cents f. 


o. b. refinery for prompt and April, ~ 


13.87% cents for May and 13.95 
cents for June. 

Casting copper is steady at 13.50 
cents f. o. b. refinery and lake cop- 
per is easier at 14.12% cents deliv- 
ered. 

Zinc 

Prime Western is again quotable 
today at 6.95 cents St. Louis basis, 
though not very freely offered at 
that price. 

Consuming demand is moderate. 

The buying interest continues to 
be mainly for early shipment, con- 
sumers evidently counting upon 
there being a sufficient stock in pro- 
ducers’ hands for their maturing 
needs. 

The stocks are sufficient at pres- 
ent, though some producers are pret- 
ty closely sold, but there is certainly 


no uncomfortable excess. 

Brass special is offered at $7.05 
St. Louis, but is not in active de- 
mand. 

Tin 

In this market there were sellers 
at 4 cent under the prices that were 
bid at the close yesterday, thus 
prompt Straits is available at 63.75 
cents, May 62.75 cents, June 61.00 
cents, July 60.00 cents, August 59.75 
cents. 

A fair business has been done 
with consumers on the June, July 
and August positions, but there has- 
been very little trading between 
dealers. 

There are offers to sell 99 per cent 
for May delivery at 61.00 cents or 
1% cents under the price paid for 
Straits. 

Lead 

The outstanding feature in the 
lead market is the large demand for 
prompt lead, which has advanced 
prices in the St. Louis market, 
stocks being decidedly moderate and 
held at 7.75 cents to 7.80 cents for 
quick shipment. 

Old Metals 

Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $17.50 to $18.00; 
old iron axles, $25.50 to $26.00; 
steel springs, $18.50 to $19.00; No. 
1 wrought iron, $13.00 to $13.50; 
No. 1 cast, $15.50 to $16.00, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light copper, 9 cents ; zinc, 
5 cents, and cast aluminum, 19 
cents. 

Solder 

Chicago warehouse prices on 
solder are as follows: Warranted 
50-50, $39.75; commercial 45-55, 
$37.25, and plumbers’, $34.75, all 
per 100 pounds. 

















May 1, 1926 


The Finest Collection of New | 
and Handsome Designs in 


ART METAL 
CEILINGS 
and 
SIDEWALLS 


] in selling metal ceilings if you offer the 
Vedbardt complete line. 

es catalogs in a handy manner these 

a copy of this book is yours for 


is at your 
new Friedley- 
Our new book of 108 pa: 
up-to-date patterns 
the asking. 

We also specialize in made to order designs. 
Write for a copy of our catalog today. 


Also manufacturers of Architectural Sheet Metai 

Ornaments and sheet metal statuary in ZINC- 

COPPER-LEAD — write for catalog giving com- 
te details. 


Friedley-V oshardt Co. 


Factory: 
761-771 Mather St. 
CHICAGO, ILLINOIS 


733-737 S. & Halsted St. 








GALVANIZED STEEL 
BLACK STEEL 


BLACK and GALVAN- 
IZED ARMCO IRON 


BLACK and GALVAN- 
IZED TONCAN 
METAL 


TERNE PLATE 
We sell the best — of all pricHT TIN 
kinds of Sheet Metal ZINC LEAD 
Write today for complete catalog. COPPER 


BERGER BROS. CO. 


229 to 237 ARCH STREET 
WAREROOMS AND FACTORY: 100 to 114 BREAD STREET 
PHILADELPHIA, PA. 























Memorial Monuments 


Write for Prices and 
Illustrations 


Gerock Bros. Mfg. Co. 
Sheet sige Ornaments 


STATUARY 
1252 So. Vandeventer Ave’ 
St. Louis, Mo., U. S. A. 


ROYAL 252 


remo zante e 2, from Factories, 
Schoole,etc. one 

VENTILATORS _ yan maria 
ROYAL VENTILATOR CO., Philadelphia, Pa, 
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INGOT IRON 
The Purest Iron Made 


ARMC 


RCHITECTS and Contractors are 
well acquainted with this long- 

lasting sheet metal. Our stock includes 
every size and gauge required by the 
trade. 
**Since 1866" we have been serving and 
satisfying customers in all parts of the 
country. 

Everything in Sheet Metal 


Coke and Charcoal Brass — Copper 
Tin Plate ickel 

Roofing Plate (in all forms) 

Conductor Pipe “Mond-70" 

Gutter Babbitt 

Tinner's Supplies Solder 


MERCHANT & EVANS CO. 


7 











WAREHOUSES 
FEOLUS 


New Yorxe CLEVELAND 
Kansas City Detroit 

FOR HOMES 
The home should be prop- 


CuIcaco 

erly ventilated—few of them 
are. Here is a sales oppor- 
tunity often overlooked by 
the average Sheet Metal 
Worker, but one which offers 
a lucrative business to those 
who take advantage of it. 


FEolus-Dickinson Co. 
Vent Makers Since 1888 
3332-52 South Artesian Avenue 
CHICAGO 
Phone: Lafayette 1862-1863 





The 12-Cylinder Ventilator 
Used in Every State 
in the Union. 


SPECIFY ZZOLUS 
VENTILATORS 








Mention AMERICAN ARTISAN in your reply—Thank yeu! 











. 
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Chicago Warehouse Metal and Furnace Supply Prices 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 








PIG IRON 
Chicago Foundry........... $22 00 
Southern Fdy., No. 2, 27 01 28 01 
Lake Superior Charcoal. 29 04 
Parr 22 00 
FIRST quar BRIGHT 
T PLATES 
Ic 20x28 112 sheets. ..$25 10 
Ix an ob b644 os 9s 29 60 
Ixx 20x28 56 sheets... 16 20 
IxXxxX PS SEP 17 55 
THAR 2ORRS. ... 2 cccvces 18 96 
TERNE PLATES 

Per Box 
IC 20x28, 40-lb. 112 sheets $27 90 
IX 20x28, 40-Ib. “ - 30 90 
IC 20x28, 25-lb. “ S 22 20 
Ix 20x28, 26-lb. “* "I 25 20 
IC 20x28, 20-Ib. “ ” 20 26 
IV 20x28, 20-lb. “ ™ 23 00 
IC 20x28, 15-lb. “ ” 16 66 


IC 20x28, 12-lb. ” = 15 25 


“ARMCO” INGOT IRON PLATES 


No. 8 ga. up to and including 
% iIn.—100 Ibs 4 


COKE PLATES 
Cokes, 80 Ibs., base, 20x28..$12 60 
Cokes, 90 Ibs., base, 20x28.. 12 80 
Cokes, 100 Ibs., base, 20x28.. 13 00 


Cokes, 107 Ibs., base, Ic 

NEE. WEddas.c pe anes 04 04 < 13 30 
Cokes, 135 Ibs., base, IX 

ee RS er eae 15 70 
Cokes, 155 Ibs., base, 56 

SEE. rerost Ceenviasecéee 8 70 


Cokes, 175 Ibs., base, 56 


ar ee 9 55 
Cokes, 195 Ibs., base, 56 

er eer 10 40 

BLUE ANNEALED SHEETS 
Base 10 ga...... per 100 Ibs. $2 80 


“Armco” 10 ga..per100lbs. 4 00 


ONE PASS COLD ROLLED 
BLACK 


No. 18-20 .-per 100 Ibs. $3 30 
ee” * ere per 100 lbs. 3 36 
ES Re eee per 100 Ibs. 3 90 
iwek <2bes cebedent per 100 Ibs. 3 95 
.. feet per 100 lbs. 4 10 
Oe. Bois évoesdcve per 100 lbs. 4 10 
GALVANIZED 
“Armco” 28f....per 100 Ibs. $6 70 
nl / Milivecnd¢ odie per 100 lbs. 4 60 
eS ere per 100 lbs. 4 66 
Bee, « BOBS: bao cba per 100 lbs. 4 80 
SE Pree per 100 Ibs. 4 96 
le ee per 100 Ibs. 5 10 
Be, Mas 60 vechinsé per 100 lbs. 5 25 
fe ee er per 100 lbs. 6 75 


BAR SOLDER 


Warranted 
50-50 ..- per 100 Ibs. 39 76 
Commercial 
45-55 .........per 100 Ibs. 37 26 
Plumbers ..... per 100 lbs. 34 76 
ZINC 
Be SOR cdkdccsencdiekiim 8 60 
SHEET ZINC 
Cash Lots (600 Ibs.)...... 18 75 
GG GME cc rcetcceveccrs 14 76 
BRASS 
Sheets, Chicago base....... 18%c 
Dt. BSED coenedtnnenceccehe 18%c 
Tubing, brazed base........ 27%ec 
Te, BOE... “Se geudect doit 19%ec 
Sy UD even écbOeeccenend 16%e 
COPPER 
ests, Chicago base....... 22%e 
+ mag AS me ce ebtbeGes ec cese 22%c 
Tubt “eee 254%c 


Wire io'S a 10 Bia 8 Ga. 
dbase o 600.664.0'0 Feece cee «+ ae 
Wire No. 11, B. & S&S. Ga....20%c 


HARDWARE, SHEET 
METAL SUPPL 
WARM AIR FURN 


SORIES. 
LEAD 
American Pig ....«+-+++++: $ 8 60 
BE cccccocccccnceetsoodese 9 60 
Sheet 
Full Coils..... per 100 Ibs. 14 00 
Cut Coils...... per 100 lbs. 14 25 
TIN 
Wee Die i ivdovis per 100 lbs. 71 00 
Bar Tin ..per 100 Ibs. 72 00 
ASBESTOS 
Pa up to 1/16 ......6c¢ per Ib. 
esooe cosbil 6%c per Ib. 
Mill board 3/32 to -6c per Ib. 
Cor (260 
ep. ft. to roll)....$6.00 per roll 
BRUSHES 
Hot Air Pipe Cleaning 
Bristle, with handle, each $v 86 
Flue Cleaning 
Steel Only, each ......... 1 26 
BURRS 
Coppers Burrs only ......... 46% 


CEMENT, FURNACE 


American Seal, 5-lb. cans, net $ 46 
American Seal, 50-lb. cans, net 90 
American Seal, 26-Ib. i v net 3 00 
Qatemen, 5-Ib. cans, 45 

g csccccces Oe ive ‘Tbs. 7 61 


CHIMNEY TOPS 
Iwan’s oa Rev. & 
WHER . asecene ce cdesctcocess 30% 
Iwan’s Iron Mountain ~- = 
Standard 30 
CLINKER TONGS 


Front Rank, each...........$ 75 
Per GOS es ccccccccces neae O-@ 


Damper 
— a tall pleces, $1 os 
me .. . ee Oe 
BOP GOB, ncccicccccccces 36 
COPPERS—Seldering 
Pointed Roofing 


3 > and heavier....per ib. 40c 
8% ID. ...--eeeeeee-e+ POF 1B, 450 
My 
1 
1 


MS OR pckeeens nelle Vlas 


COUPLING HOSE 
cececeeceeees DOF Gom 83 230 


Muehn’s Korrekt Kutoffs: 
Galv., round or é6or. 8% 


i 
: 
Sere 


i 
EEEE 


t: 
g 


4 


Hii 
EEE 


TTT TTT 


: 


i 
ef 


DIGGERS Geo. W. Diener Mfg. Co. Be 
Post Hole No. 02 Gasolene 


Terch, 1 
Iwan’s Split Handle D. scsesccescocqqpoesoces OD 
(Bureka 


q 
) No. 023650, Kerosene, or 
4-ft. Handle...per dos. $14 00 Torch, 1 qt.. 7 & 
vt Mandic.. per Gee. “te 00 No. 10 Tinners’ 
Iwan’s Parag 


ocosdascecsccoce 86 9D No. 16 Tinners’ 
serie: R 1 gal..... 18 0@ 
No. 21 Gas Fur- se 
aa on No. 110 Aw 
Soldering oseee 06.0 


Gaiv. Crimpedge, crated..765 & 6% 
Double Blast Mfg. Co. 
Gasolene, Nos. 25 and 36..6¢0¢ 


mnows Quick Meal Stove Ce, 
Gal lain or eorregates, beg hy * Fa large sg 
aa fat ‘Crimp. quantities) 
OO BE Gcisetcettnhs anda an 23 . 


28 Gauge ....-++++. 
26 


wneebedenseccts ~-40% Busser No. 1......-+++008 9 OF 

34 Gauge 2.26. ec eeeeccenne 10% Busser No. 3.......+++++ 13 0 
pune oe BB. .ccccccoces 39 OO 

Buzzer N POSS FT 

Susser He. 4B. nccecceccee 19 O08 


Standard Gauge .......... 60% GALVANIZED WARE 
No. 28 Gauge eeecdace 46% 
Sr Sy cthecagees osennte 30% e-" S@ate. after made), om 
ee 
Portico Elbows 
Pp dard Gauge Conductor Pipe. 
2 m or corruga’ 6-in 
RMEEE Sescccccces 10 & 5% ete See a, 
Rested soll 2.2.02: 70 &@ 5% gingic Strength, A, ia: 
in. bracket ......--.++ee+--83% 


ELBOWS—Stove Pipe 


Double Strength A, all ‘sizes. .83 
i-giase Corrugated. Uniform Biue 


bb oes after made), 


jicor” No. 28 gauge. = =  # “No. 1......:-- dnd dense 08 Bs 
B-tnch ......00-s+0000+s a ie Cina. 1S 
MOR ccccss Sdbvewiee ceocscse 26 
began gn PET ee : 176 HANGERS 


Milcor Perfection Wire....s6% 


a a ee senieetecbutins $1 090 Saves Trough 

eel 0 0000 06d eu eien Sebeece 1 60 Milecor Bclii Wire......18% 
Mileor Tri Wwe... . 222 
Milcor Milwaukee Extension 1¢ 


Adjustable—Uniform Blue wtorming) List bis. mete 





“Mil N Milcor . 
is —Wiebatvaetiaecee TT 
GG Wewes sae bccdb cco dc’ «$1.66 
E's. viswsetheascadlveds v 16 HOOKS 
WHE catdabeleséhae tetwenes 240 Bex 
v. & B. Mo. 1, each.......36 38 
Conductor 


WOOD FACES—50% off lst. 
FENCE 


726-6-12% (100 rods).....$29 03 
1948-6-14% (100 rods)..... 44 O08 


Mileor 
“Direct Drive” 


Wrought 
trom for wood er brick...16% 


v. &@ RB. No. 1, each......80 8° 


HUMIDIFIERS 
‘Front-Eank,” Automatic 


FILES AND BRASPS 


Seller’s (American) coco SS 
American .....ceeseeess + -60-10G 


Black 
Eagle 
Great Western 
Kearney & Foot 


coccce icine In 
To duapecetdeceecs cb keuee fn 


coccccecccese BO ve 


cocccccccces cBOD 


Arcad occccedbode cococeshonee I WOtm® 2. cn cececcees OO 
e 26 ‘n single ; 





Otte Berns Co. 


East of west boundary line of 
Province of Manitoba Canada, 
No. Dakota, So. Dakota, Nebras- 
ka, Kansas, Oklahoma Amaril- 
lo, San Angelo and Laredo, 
TORAS occcccceses easasees --65% 


West of above boundary 61% 


Clayten & Lamberts 

Bast of west boundary line of 
Province of Manitobs Canada, 
No. Dakots, So. Dakota, Ne- 


West of above boundary line 


ceccccccccvccoscsceccccecs OO 


seceeee DOr Gos. $3 38 


Galvanized steel mitres, and 
Caren and piesen, oumtete....00% 


Galv. one piece stamped. .40% 


NAILS 
iron 


Hickory 


422 


Common ...-cscccecsesees 8 
(Continued en page 44) 
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UNISHEAR 


Portable and compact, Unishear cuts any Needs but one operator even on largest 
flat stock quicker, better, cheaper—without work, straight or irregular. 
burr, without distortion of material. Fol- Operates from lamp socket or power cir- 
a a Ns SE TR cuit. “General Electric Motor” any Volt- 
a, See y age or Cycle Available. 
any point. "a , 
7? Capacity 14 U. S. gage Sheet Steel. 


Speed fifteen feet 
per minute. 












Ask us to demon- 
strate this machine 
on your work. 


Dealers and Salesmen 
wanted in unassigned 


THE territory. 
UNISHEAR 
cutting out its own e 
trademark “htt” The Unishear Co., Inc. 
l- 
low ‘extremely \com- 170 FIFTH AVENUE 
notches," sacven NEW YORK, N. Y. 
angles. 






















ECONOMY 
VENTILATOR 


Designed to meet the 
demand for a venti- 





“The Power Fan's 


AREX~Oaly Fano Nn al 
riginal phonage tor 
Sales perfect installations! 





(For export apply to: Unishear Corporat ion, 104 Fifth Avenue, New York, N. Y. 
The Arex-Austor holds all records 
— the only scientific sub- 


conceded as 
stitute tor 1 fans, blowers and other 
apparatus. 


Service Free trom Stock COMPANY 


Exclusive Ventilator Mfrs. 1881 Conway Bidg., Chicago 





Write for quantity 
discount. 




















neunuugnny Hit MRT 
| Plecker’s Galvanized Eave Trough ond Contuaia iandias Conductors : 
2 Made of Costs ne more 
= Keystone Lasts I onger 
SS Cpa Oate Therefore 
: Steel " 
: CLARK-SMITH HARDWARE Co. PEORIA, ILLINOIS 
Uh 


HSRNUENGDONALENOONELUSADERRDEEORESAOONTENODCONEEDERTOOENONDIONIGEULS ANT AMDOLTOSEQONNULLSUURSUBLGASANLNOEUSQERN000000U01C1M0000 EG aOORRERADOSGTEOALAGUTATUOUL! GAUL SUT ENT EETE EDEL SUUL OTT DOE 00 AE 
















Wem make both kinds of gal- 
shingles — hand 
dipped 0 stamped from prime 
tin plate and immersed one at a 
time in molten zinc and the other 
kind which are stamped from 
sheets already galvanized. 


Ventilator 


S of the rotable type 
absol 


We also make painted shingies— 
either red or green. 


50 N. . Street, Philadelphia 








CORTRIGHT METAL SHINGLES 


When writing mention AMERICAN ARTISAN—Thank you! 
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The dash (—) indicates that the advertisement runs 
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Markets—Continued from page 42 


NETTING, POULTRY BOOFING 


on a regular schedule but does not appear in this issue. 


A 
Aeolus Dickinson Co. ........ 41 
American Foundry & Furnace 
Ge. cocescoccesint se cbobes uh -- 


American Furnace Co. .......— 
American Rolling Mill Co. .... 39 
American Steel & Wire Co.... 47 
American Tube & Stamping Co. — 
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Rudy Purmace Co. .........-. - 
Rybolt Heater Co. ..........— 
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Security Stove & Mfg. Co..... ~ 
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Special Chemicals Co. ....... — 
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Standard Furn. & Supply Co... - 

Standard Ventilator Co....... 43 
Stearns Register Co. ..... a 
St. Clair Foundry Corp. 7c 
St. Louis Heating Co. ........ 5 
St. Louis Tech. Inst. ........ — 
eer 
Success Heater Mfg. Co. .... — 


Taylor Co., N. & G........ -- 
WOeeee GR kc cbicdecccs cos 
Technical Products Co. 


Tuttle & Bailey Mfg. Co. ct ae 
U 
Unishear Co., The, Inc... 43 


United States Register Co 
Utica Heater Co. ....... 


Vv 


Vedder Pattern Works ...... 6 
Viking Shear Co. ........ -- 


Ww 

Warm Air Furnace Fan Co. .. — 
Walworth Run Fdy. Co. .. ~- 
Watermann-Waterbury Co. 

Western Steel Products Co.... — 
Wheeling Corr. Co. .......... - 
Whitney Metal Tool Co. ..... 45 
Whitney Mfg. Co., W. A. .... — 
Williams Hardware Co. ...... -- 
Williamson Heater Co. ...... os 
Wise DPupeses. Coy: so cic cc cess = 


bs ~ eee before weav- s-10 
Pa, PSE oo6n0 ocessocses ootnGe 
PASTE 


Asbestos Dry Paste: 
200-lb. barrel..........-.$15 00 
100-Ib, barrei............ 8 00 


36-Ib. Sivbcoccccesee | ES 
a  eetepee ecvcece 1 aaa 
2nd. cartons ...,.... 80 
PIPE 
Conductor 
Cor. Rd., Plain Rd or Sq. 
“Interlock” 
o—— aus nested (al 
By -ever teen Oe 
crat mall not 
(all gauges) .........70-15% 
““Milcor” “Titelock” Uniform 
Blue Stove 


28 mo 6 inch U. C. 


a“ 6 ask 11 00 
ga . 
a“ oeesveseeseccoods an OF 
ga ’ ° 
MOSER 2. nc cccesesesccees 00 
30 gauge, 6 inch U. C. 
nest ov cos pesceqctséces 10 00 
 * ga 6 inch U. C. 


od” Cee "s 10 60 
auge, . Cc. 
nested cccccccccscccccs 18 OO 


T-Joint Made up 


6-inch, 28 ga...... per 100 32 60 
Furnace Pipe 
Demo yon Pipe and 0% 
Iron Pi Aw --50% 
Galvan 
Ley - ecccccccccescce OOM 
Milcor Galvanized 
Pipe and Fittings...... --50% 


Per 100 Ibs............+-812 60 


POKERS, STOVE 
Wr’t Steel, str’t or bent, 


sscesecceccesss+-Per dos. $0 76 
Nickel Plated, coil handles, 
cocccccceszecccecer Gem & 36 


POKERS, FURNACE 


76 


Porsnce Serve (ootsesly 


ee eee eee eee eee ee 


Ventilating Register 


Per Ea Pece céheood 9 00 
Small, per pair.......... 30 
Large, pair....... 50 
PUTTY 
Commercial Putty, 100-Ib. 
BRD , ccccecvecketocecgeccecs $3 40 
QUADBANTS 


Malieable Iron Damper......10% 
REDUCERS—Ovel Stove Pipe 


Per doz. 
7—6, 1 doz. in carton.......$2 00 


BASEBOARD REGISTERS 
Excelsior ......cccccesseee s+ - 50% 


FLOOR REGISTERS AND 
BORDERS 


Cast Irom ..ccscecccccsee see BO® 
Steel and Semi-Steel........ 40% 
Baseboard .....ccsccsveee s+ 4% 
Adjustable Ceiling 

Ventilatore .....6eseeees + 40% 


Register Faces—Cast and Steel 
J ned, Bronzed and 
“Plated, 4x6 to 14x14......40% 


Large Register 

14x14 to 38x42 ...... weer 60% 
Large Register eel, 

14x14 to 38x42 .......... --66% 

RIDGE BOLL 

Milcor 

Galv., Plain Ridge 

v’ "is “aides wait -5% 


Galv., Plain Ridge - aie 
Globe Finials for sides eal “82 


gross...3@ 63 
ne 10, fear gross.. 68 
No. 14, per gross... 83 
SHEARS, TINNERS & 
MACHINISTS’ 
WEIR 2 ccccccccccccccc ccs cORD OF 
Lennox Throatiess 
WO. BB socdccccccccccscce 85% 
blades 


(it oo b Marshall town, Iowa. 


Feot Power 


No. 2—36". 18 ga. cap..... 

No. 4—63", 18 Cap..... 

No. 10—120", 22 ga. cap...16 

No. 44—52", 16 ga. cap...16 
Cast Iron Foot Power 

No. 01—30”, 18 ga. cap....15% 






Power Driven 
No. 100 Series, 2 Shaft Drive.) 
No. 142—42”, 18 ga. cap.. 18% 
(No. 200 Series, 2 Shaft Under. 
N Peet 4 ga. cap...15% 
o. eee 
(No. in & Shaft Under. 


anaes a > 
Ne iat! 56 on. on att 
oe. . ese 
Shaft Under 


ey Series, 3 - 
No. a tae 30, * ga. - 15% 
(No. 600 Series, Shaft Under 


nea Drtve. 
No, 6120—120", 3/16” cap..169% 


26 gauge round fiat crimp. .40 
34 gauge round flat orimp: 0% 
Conductor 


eee eee eee eeeee 





‘or bluing, $3 per aan 


Try 
gy Ba Sec ckesccccce 
B cocccecescecd dos. se o 
Winterbottom’s ...........10% 


STOPPERS, FLUE 
Common ..........per dos. $3 4 
oO. dos. 


Standard § .............80 to 40% 


Plain annealed wire, No. & 
per BBR. sccccccccccc eS OC 
wire, per 


200 IRM ccccvczecccecccces 8 
wr Hog wre 80 rod © be 
Galvanized plain wire, No. 9, 

per 1006 1 ri 
Stove Pipe, per stone....... 1 18 


WRINGERS 
No. 790, Guarantee per dos. $55 06 
No. 770, Bicycle per doz. be 
No. . Do perdos. 48 6¢ 
No. 110, Brighton perdos. 48 6¢ 
No. . tee perdoz. 65 5¢ 
No. 740, per dos. 62 6¢ 
No. 23, per doz oe 
No. 3, per dos. 39 0¢ 





When writing mention AMERICAN ARTISAN—Thank you! 
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Made in nine sizes 





FAMOUS SINCE 1819 


Over one hundred years of tool making experience is built into each and 
every PEXTO Snip. The line is very complete and consists of every 
practical style and size. Material is the best, the finish is durable and 
they are fully guaranteed. 


Write for catalogue No. 25A showing complete line of Sheet Metal 
Working Machines and Tools. 


THE PECK, STOW & WILCOX CO. 


SOUTHINGTON, CONN., U. S. A. 











CHICAGO STEEL SLITTING SHEAR 


LIGHT—POWERFUL 























DURABLE anuiauanear 
Capacity 10 gauge sheets 
Any Length or Width Save Time 
Flat Bars 3/16x2’ 
Weight 22 pounds And Money 
Price $12.50 Net 
F. O. B. Chicago Cc ol a ~y — ree 
bold-down,  B Biades 0 oe Wiehest crede * ce Irregular out- 
Saher chntre cclling cr eee twine the rine, ORDER YOURS TODAY. lines with a 
DREIS & KRUMP MFG. CO., 7404 Loomis St., Chicago lt, Ryerson 
ORVELOPHENT OF CONE Serpentine 
CWT EL/P TICALLY Shear . a + 





NO. 5 JR. PUNCH 





Cuts sheets any width or 
length. Leaves the ma- 
terial smooth and clean 
—no “crimping.” 





QEVELOPMENT OF . , 
cone eweer Low in price. 


Write for the facts. 


Capacity %-inch hao. 16 gauge Ask for Bulletin 13251. 
Weight ............ contained tien 6 pounds 
P h ter of ot Waly ad MESES 
a Se “8% inches Joseph T, Ryerson & Son, Inc. 





Height of Gap .. --. Y-inch Chicago, Milwaukee, New York 
Tool shipped complete “with | 3 sets ‘of Punches, ‘and Dies, - Buffalo. St. tom. Detroit, . 
¥-inch, 3 16-inch, %4-inch. cour aaa? =? Cincinnati ; 


WRITE FOR PRICES 


93 Forbes WHITNEY METAL TOOL CO. 68 Forbes 
Street ROCKFORD, ILLINOIS 














Mention AMERICAN ARTISAN in your rep »—Thank you! 
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BUYERS’ DIRECTORY 





Asbestos , 
Ball Mountain Co., Chicago, Ill. 


Asbestos 
Sall Mountain Co., Chicago, Ill. 


Bale Ties. 
American Steel & Wire Co., 
Chicago, Ill. 


Bolts—Stove. 
Rirk-Latty Mfg. Co., 
Cleveland, Ohio 


Dreis & Krump Mfg. Go-, 


Chicago, Ml. 


Brakes—Cornice. 
Dreis & Krump Mfg. Co., 
Chicago, Ml. 


Brass and Copper. 
Copper & Brass eee ~ 
my ty ee New AF ork 
ussey 0., “- 
Pittsburgh, Pa. 
Merchant & Evans 


Co. 
Philadelphia, Pa. 


Cans—Garbage. 
Osborn Co., The J. M. & L. A. 
Gniec 


Cleveland, 
Gostinge—tipRentte. 
Fanner Mfg. .. Cleveland, Okie 


Ceilings—M etal. 
Friedley-Voshardt Co., 
b= { & Co., W. C ry - 
opson = * 
Grand Rapids, Mich. 
Milwaukee Cerrugating Co., 
Milwaukee, Wis. 
Wheeling Corrugating Co., 
Wheeling, W. Va 


Fanner Mfg. Co., Cleveland, Ohie 


Parker-Kalon Corp., 
New York, N. ¥. 


Ch 
Standard Ventiintor te, 
Lewisburg, Pa. 


Furnace. 
Sturtevant, Boston, Masa. 


Iwan Bros., South Bend, Ind. 


Brown, Wm. R. 


Buffalo, N. Y. 
Sturtevant, Boston, Maas. 


Clinker 
Federal Mfg. Co., Ho Mieh. 


Copper & Brass Research As- 


in, New York 
Gussey & Co., C. G., 
Pittsburgh, Pa. 


Corniees. 
Friedley-Voshardt ow m 
cago, 
Milwaukee Corrugating Co., 
Reagan Wis. 


Allred Mf oes I "indi Ing. 
Milwaukee” rege anapole 
wi, - BI Wis. 
Damper Clips 
S. M. Howes Co., 
Charlestown, Mass. 


Diffuser—Air Duet. 
Aeolus-Dickinson Co., 
Chicago, TL 


Doers— Metal. 
David Lupton’s Sons Co., 
Philadelphia, Pa. 
Eaves Trough. 
Barnes Zinc Producte on 


Chicago, I[il. 
Berger Bros. Co, 
pehiladelphia, Pa. 
Berger Co., L. 
Psntiadel hia, Pa. 
Clark-Smith Hardware 
Peoria, Ti. 


Lupton’s Sons a David, 


ting Co ite York, N. 
Whestine,’ Ww. Va. 


Elbows and 
American Ro Mill Co., 
Barnes Zinc Products Co., 
Chicago, Il. 


Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
pote Dey new S Co., — Ill. 
upton’s Sons 
_ Philadelphia, Pa. 


Milwaukee Corrugating Co. 
ilwe ilwaukee, Wis. 
Enamel Wire. 
Lalance & Grosjean Mfg. Co., 
Chicago, Til. 


Wood Faces—Cold _ 
American Wood Register 
As Ind. 


Plym 
Eaglesfield Ventilator Ce Co., 
Indianapolis, Ind. 
Marsh Lumber Co., Dover, Ohio 
Milwaukee Corrugating Co., 
Milwaukes, Wis. 


Fences. 


American Steel & Wire 
Chicane. Tih. 


Flue Thimbies. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Furnace Brushes. 


Hardware Specialty Co., 
Fort Wayne, Ind. 


Furnace Cement—Asbestos. 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Pecora Paint Co., 
Philadelphia, Pa. 


Furnace Rings. 
Independent Register and Mfg. 
0., Cleveland, Ohio 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Walworth Run Fdy. Co. 
Cleveland, Ohio 


Furnace Fans. 


Heating Systems & Supply Co., 
icago, Ill. 
Warm Air Furnace Fan Co., The 
Cleveland, Ohio 


Furnaces—Warm Air. 
American Furnace Co., 
St. Louis, Mo. 
aqempen Foundry & Furnace 


Bloomington, Il. 
Briltion Tron Works, 
Brillion, Wis. 
Chicago Furnace Suppl hides Co., 
cage, I Ti. 


Cleveland Cooperative Stove Co., 
Cleveland, Ohio 
Col-Burn Heater Co., Chicago, III. 
Cox Stove Co., Abram, 
Peoria, Ill. 
Excelsior Steel Furnace Co., 
Chicago, Ill. 
Floral City Heater Co., 


at ge Mich. 
Forest City Fdy. oe 
Sieve and, “Ohio 
Fox Furnace Co., Elyria, Ohio 
Gray & Dudley Co., 
Nashville, Tenn. 
Heating Systems & Supply Co., 
Chicago, Ill. 
Henry Furnace & Fay. 
Cl leveland, Ohio 
Hero Furnace Co., Sycamore, Til. 
Hess- der ae ‘Ohio 


Homer 
Col \awater, Mich. 
International Heater Co., n. Y. 


Utica, 
Kruse Co., Indianapolis, Ind. 


Lamneck Co., ° ‘ 

Columbus, Ohio 
Langenberg Mfg. Co., 
St. Louis, Mo 


Lennox Furnace 
Marshalltown, mei Syracuse, N. Y. 
Liberty Foundry Co.., 

St. Louls, Mo. 
Marshalitown Heater Co., 


arshalltown, Iowa 
May-Fiebeger Furnace 
Newark, Ohio 
Meyer Furnace Co., The, 


Peoria, Il. 
Monitor Furnace Co., 
Cincinnati, Ohio 
Mt. Vernon Furnace & Mfg. Co., 
Mt. vernon, mi. 
Mueller Furnace Co., 8. J., 
Milwaukee, Wis. 
Oakland Foundry Co. 
Belleville 1. 
Peninsular Stove Co., 
Detroit, Mich. 


Richardson & moves Co., 
y 4 York, N. Y. 


Robinson Furnace ee 
Chicago, Ill. 


Rudy Furnace Co., 
D Mich. 


o 
Rybolt Heater Co., land, Ohio 
hill Bros. Co., Ceaees. Ohio 
Schwab & Sons Co., R. J., 
Milwaukee, Wis. 
Security Stove ¢ Mfg. eS 


ansas City. Mo. 
Standard Foundry & Mfg. . 
DeKalb, Ill. 
Standard Furnace & Supply Co., 
ha, Neb. 
St. Clair Foundry Corporation, 
Belleville.” Til. 
St. Louis Heating Co., 
St. Louis, Mo. 
Success Heater Mfg. Co. 
Des Moines, Iowa 
Thatcher Co., Chicago, Ill. 
Utica Heater Co., N. Y. 
Waterman-Waterbury 
7 Minn. 
Western Steel Products Co., 
Duluth, Minn. 
Wise Furnace Co., Akron, Ohio 
Williamson Heater Co. 
Cincinnati, Ohiv 


Garages— Metal. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Glase— Wire. 

David Lupton’s Sons Co. 
Philadelphia, Pa. 

Williams Hardware Co., 
Streator, Ill. 


Grilles. 
Hart & Cooley Co., 
New a ag Conn. 
Independent Register & Mfg. Co., 
eveland, Ohio 
Tuttle & Bailey Mtg. Co., 
Chicago, TH. 


Boller. 
‘Philadelphia, Pa. 


Hangerse—Eaves Trough. 
Berger Co., L. D., 
Philadelphia, Pa. 


Hopson & Co., mi 
rand Rapids, Mich. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Berger Bros. Co. 


Le | 

Fox Furnace Co., Elyria, Ohio 

Gray & Dudley Co., 
soaeawte, Tenn. 

Mueller Furnace Co., L. 
Milwaukee, Wis. 

Peninsular Stove Co., 
Detrott, Mich. 

Waterman-Waterbury C 
Mi Sanepetia, Minn. 


Heaters—School Room. 
Floral City Heater Co., 
Monroe, Mich. 
Hero 4-2 Co., — Ti. 
Meyer Furnace Go., m 


Standard Furnace & Supply Co., 
Omaha, Neb. 
Waterman-Waterbury Co., 
Minneapolis, Minn. 


bit 
Berger Co., L. D., 
Philadelphia, Pa. 


Humidifiers 
National Air Moistener Co., 
Minneapolis, Minn. 


Jobbers—Hardware. 
Clark-Smith Hardware Co., 
Peoria, Il. 


Kitchen Utensils. 
Lalance & Grosjean _~ Co., 


Chicago, IIL 
Lath—Expanded Metal. 
Milwaukee Cereus Co., 
ukee, Wis. 
Machines—Crimping. 
Bertsch & Co., 
Cambridge City, Ind. 
Machinery—Culvert. 
Bertsch & Co., 
Cambridge City, Ind. 
Machines—Tinsmiths’. 


Bertsch & Co., net 
Chicago Elbow Machine Co. 
Oak Park, il. 


City, Ind. 


Say you saw it in AMERICAN ARTISAN—Thank you! 


Dreis & Krump Mfg. Coa., 
Great Lakes 8u 
Routh Chicago, TL 
Marshalitown Mfg. Co., 
Marshalltown, lows 
Osborn Co., The = &l 
Peck, Stow & yao Co., 


Ryerson & Son, Inc., Joseph T., 


Unishear Co., The, New Y¥ bie 
Whitney Mfg. Co., W. = 
Whitn Metal Tool Co. 

eof Rockford, 1). 


Metalse—Perforated. 
Harrington & EK Perforating 
Co., _ Chicago, Il 


Miters. 
Friedley-Voshardt Co., 


Milwaukee Co ting Co., 
lwaukee, Wis 
Miters—Eaves Trough. 
Braden Mfg. Co., 
David Lupton’s , } on a 
Milwauk Correale. ong 
— Milwaukee, Wis 


Nalls—Hardened Masonry. 
Parker-Kalon Co., New York, N. ¥ 


N o 
Hussey & Co., C. G., 
Pittsburgh, Pa 


Natle—Wire. 
American Steel & Wire Co., » 


ou ——- 
Security Stove Mfg. 
" P wee Clty, Mo 


oshardt Co. 
edl vi t 
taar ae 8 Chicago, I 


@eroc Mfg. oe 
k as fg. ; ne 
Milwaukee tiv we 


Con Paint = Co., Wm., 
nors 


 & | 
Pecora Paint Co., 
ey Philadelphia, Pa 
Castings Pomern Co. 
Cleveland 
Cleveland, 
tern Co., Quincy, Il 


edder Pattern Works. 
Troy. N. Y 


Pipe and yy a 
Chicago Furnace pply Co. cae = 
Excelsior Steel Furnace  m 


Henry Furnace & Fay. Co. Cate 
Lemneck Co., W. E. 


Columbus, Ohie 
aver 2 & Bro. Co., F., — TH. 
Milwaukee Wie 


Mueller Furnace Ge, = J., 

nee 0s., the SE 
Osborn Co., . M. te 
Robinson Furnace Co., 


Standard Furnace & supply Co.. 
Omaha, N 


Pipe and Fittings—Stove. 
Allred Mfg. Co., Eecpanea, and 
Excelsior 1 » 

cago, Ii}. 


Pipe—Conductor. 
Barnes Zinc Products Co., 


Berger B Co. - 
r ros. 

Philadel Pa 
Burton Co. Detect. iaioh 


¥ % J., 
Clark-Smith Hdw. Co., Peoria, Il 
Dieckmann 


K: Obie 
Friedley-Voshardt Co., 


Chicago, 11) 
Hussey & Co., C. G. 
Pittsburgh, Pa 
Lapton’s Sons Co., David, a 


Milwaukee Cone 


New Jersey Zinc Sales Co., Th 
Wheeling Corres "Son 4 
Wheeling, W. Va 
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VESUVIUS 


BLOW TORCHES 


im pint or quart sizes 
With quickly removable soldering tron 
hooks. 


Vesuvius Blow Torches are 
made of brass or non-corrosive 
oxydized terne plate. The lat- 
ter is particularly recommended 
for hard usage. 


Write for prices ana illustrated 
For Gasoline circular today 


QUICK MEAL STOVE COMPANY 


. American Stove Company 
825 Chouteau pod St. Louis, Mo. 




































This Is the Fire Pot You Need 
WHY? 


RR It always burns = a blue flame 
which produces THE HEAT. 


A 2% pound win 1 eet and 
E melt solder in Two MI 


The pot will morate oe y ° raat out- 

Cc doors in ANY KIN D OF THER. 

A It will heat irons as fast as they are 
cooled. No time wasted. 

Less than a gallon of gasoline is 

used in a day. 

It is smokeless and odorless while in 

operation. 

It can be turned down low when not 

in use. 


Order yours now. Only $11.00 f. o. 6 
jactory. Two per cent discount when cash 
accompanies the order. 


DOUBLE BLAST MFG. CO., Inc. 


North Chicago, III. 
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Since 1841 


Since 1841 in our manufacture of 
the Coes Knife-Handle Screw 
Wrench and from the time the Coes 
Steel-Handle Screw Wrench was 
first placed on the market, we have 
always adhered to a firmly fixed 
policy. 

Our policy is never to use materials 
or employ methods that would add 
to the cost of the 


COES 
WRENCH 


unless we could positively show 
where it would add to the quality of 
the finished product. 

We are still making and shipping 
“The simplest wrenches in the plainest 
packages,"’ so that every Jobber and 
Dealer can unhesitatingly offer the 
most wrench value for the price. 

Sizes: 6 to 21 inches. Any Jobber 
will supply you. 


COES WRENCH COMPANY 


ESTABLISHED 1841 IN 












































Sari 


Just as Good as a 
“Torrid” 

may be used as a 
reason for not sup- 
plying a genuine 
“Torrid” but it 
proves genuine “Tor- 
rid’s” superiority. 


eae, GEO. W. DIENER 
Mi. Se as. _C0.. ae — 


Fire Pots. 











San Francisco. Los Angeles Portland 








TREADLE SHEAR 


This TREADLE GAP SHEAR is 
made in all standard sizes for No. 
14 and lighter gauge sheets. With 
it, sheets can be squared, trimmed 
or slit. 

We make a complete line of 
shears, punches and bending rolls, 
all sizes for hand or belt drive. 
Write for Catalog “Ss.” 


BERTSCH & COMPANY Cambridge City, Ind 

















Read the Wants and Sales Pages 








electrical, rope, barbed, 
plain, nails (bright and 
coated), tacks, spikes: 
bale-ties, hoops, springs, 
netting, wire fences, steel 
posts, steel gares, trolley wire, rail bonds, flat 
wire (strip steel), piano wire, round and odd- 
shaped wire, screw stock, concrete reinforcement. 
Aerial Tramways. 
Illustrated Books describing uses, Free 


American Steel & Wire 





Chicago ht York Boston 
Denver Dallas Company 
8 STEEL PRODUCTS Cco.: 
Seattle 








CHICAGO STEEL CORNICE BRAKES 


STANDARD OF THE WORLD 


THE BEST BEARS: FOR ALL poRscses: 

ot wae Coomien to ~e mn "Genges 
t 

of Metal. Oeanis 000 in cen 


WRITE FOR PARTICULARS 


DRFIS & KRUMP MPG, CO., 7404 Loomis Street ,CHICAGO 





Say you sew it in AMERICAN ARTISAN—Thank you! 
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BUYERS’ DIRECTORY 














Poste—Steel Fence. 
American Steel & Wire Co., 


Chicago, Il. 
Punches. 
Bertsch & Co. 
Cambridge City, Ind. 
Parker-Kalon 


ew York, N. Y. 

Peck, Stow & Wilcox Co. 
Southington, Conn. 

Whitney Mfg. Co., W. A., 


Rockford, Ii. 
Whitney Metal Toe! Co., 
Rockford, Tl. 


Punch Combination Bench and 
Hand. 





Parker-Kalon Comp. 
Whitney Meta! - — agin 
e 00 
tiie eo. 7 abe mh 
Whitney ee 
» ocktora, Ti. 
EEE 
Whitney Metal Tool Co., 


Whitney Mfg. Co., 


m. 


“Vocktora, Til. 

ve 

Connors Paint Mfg. Co., Wm. 
Troy 


, N. ¥. 
Pecera Paint Co., 
Philadelphia, Pa. 


eee) oe 
Radio—Sets and Supplies. 
Williams Hardware Co., 
Streator, IL 


Bangee—Combination Gas & Ceal 


Cox Steve Co., Abram, 
emegeenee-Catease 
Quick Meal Steve Co., 


Louis, Mo. 
Thatcher Co., Newark, N. J. 


Cox Stove Co., Abram, 
Philadelphia-Chicago 


ick Meal Stove 
> Bt. Louis, Mo. 


Gray & Dudley Co. 
. ’ Nashville, Tenn. 


Register Shields 
Sardware peste C, 


Wayre, Ind. 
Registers—Warm Air. 
American Wood Co., 


Chicago Furnace Supply Co., 
lesfield Ventilator Co. 
~_ Indianapolis, Ind. 
Excelsior Steel Furnace Co., 
Chicago, Tn. 
Bart & Cooley Co. 
New Britain, Conn. 
Genry Furnace & . Co. 
Inde dent a. and a 
ndependen meats ai 


Lamneck & Co., w. = 
Columbus, Ohio 
Peoria, IL 


Mueller Furnace Co. 
Sitwcuinse, Wis. 
Robinson wesenee 4 
Chicago, Til. 
Rock Island Register C =. 
Standard Furnace & Supply Co., 
Stearns Register Co. — 
i Mich. 
Tuttle & Bailey Mfg. Co., mm, 
United States Register 
mee: Oo 
Walworth Run Fdy. Co., 
Ohio 
Eegisters— Wood. 


American Wood 
eo “SBizmouth.” Ind. 


Chicage Furnace 
tL. 


Baglesfield Ventilator Co., 
Indianapolis, Ind, 


BRegulators—Damper 
ig co New York, N. ¥. 


Kepaire—Stove and Furnace. 
Messier Co, K. B., 


Y. 
Merth western stove Rapair Ce. 


Ridging. 
American nelteg Co., 


ddletown, Ohio 
David Lupton’s 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Ri 
Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Roasters. 
Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 


Kirk-Latty Mfg. Co. — 
Cleveland, Ohio 


Rolle—Forming. 
Bertsch & Co., 
Cambridge City, Ind. 


Besing Cement 
Connors Paint Mfg. Co., Wm., 


Troy, N. Y. 
Pecora Paint Co., 
Philadeiphia, Pa. 


Hessler Co., Syracuse, N. Y. 
Milwaukee Corrugating Co., 
Mi ilwaukee, Wis. 


Roofi and Steel. 
American Roll Mill Co., 
iddletown. Ohio 


Cortright Metal Roofin ~ 
Phil Siphia, Pa. 
Friedley-Voshardt Co 


Chicago, In. 
Inland Steel Co., oe Ti. 
Merchant & Evans 
Philadel hia, Pa. 
Milwaukee Corrugating 
Milwaukee, Wis. 
aoa Enameling and Stamping 
. Granite City Steel Wo 
5 ak yf City, Ill. 
Osborn Co., The J. M. A., 
Cleveland, Ohio 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Tin. 


Taylor Co., N. G., 
“pitiadelphia, Pa. 


Roofing—Zinc. 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 


Burners. 


Rubbish 
Hart & Cooley Co. 
New Britain, Conn. 


Specials Chemical 
emicals 
Highland Park, Ill. 
Schools—Sheet Metal Pattern 


St. Louis Technical Institute, 
St. Louis, Mo. 


Schoolse—Warm Air Heating. 
Northern Institute, 
Cleveland, Ohio 
heet Metal 


Screws—S 
Parker-Kalon Corp., 
New York, N. Y. 


Screens—Perforated Metal. 
Harrington & King Perforating 
Co., Chicago 


Shears—Hand and Power. 
Double-Duty Elbow Co., Aurora, Ill. 
Marshalitown Mfg. Co., 

Marshalltown, Iowa 
Peck, Stow & Wilcox Co. 
Southington, vane 


Ryerson & Son, Inc., ee “m. 
Unishear Co., The, New low Yort 
Viking Shear Co., Erie, Pa. 


Sheets—Black and Gal 
American eee | Mill Co., 
wa. Ohio 
Davis Co., Inc., C. Chicago, Ill. 
Granite City Steel Works. 


Granite City, Til. 
Inland Steel Co., Chicago, Ill. 
Merchant & Evans Co. 
Philadel hia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
am Enameling and Stamping 
City, Til. 
Osborn Co., The J. L. A. 
Clevelana, *Snio 
Ryerson & Son, Inc., Saree 2. 
Taylor Co., N. & G., 
Philadelphia, Pa. 
Wheeling 


ting Co., 
eeling, W. Va. 


American Rolli aatese Co., 


etown, Ohio 
Merchant & Evans 
Philadelphia, Pa. 


Sheets—Tin. 
Davis Co., Inc., C. . A, ~waaes Ii. 
Granite City Steel 
Granite City, Til. 
Merchant & Evans re 


ey 
ageans Enameling and ping 

Granite City, Il. 
Taylor Co., N. & G., 

Philadelphia, Pa. 


Sheetse—Zinc. 
New Jereey Zinc Sales Co., The, 
New York, N. Y. 
Shingles and Tiles—Metal. 
Cortright Metal Roofing Co. 

Philadeiphia, Pa. 

Hopson & Co., W. C., 
Grand Rapids, Mich. 

Milwaukee Corrugatin 
itiiwaukes Wis. 
Wheeling Correqgens Co. 
ling. Ww. Va. 


Shing! halt. 
Sai! Mountain Co., Chicago, Ill. 


Shingles—Zine. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Diener Mfg. Co., G. W., 
Chicago, Iii. 
Sky Lights. 

David Lupton’s Sons Co. 
Philadeiphia, Pa. 
Milwaukee Corrugating Co. 
lwaukee, Wis. 


Smoke Pi 
Heating Sy#tems & Supply Co., 
leago, Il. 


Peck, Stow & Whieox Co., 
Southington, Conn. 


Solder. 
Chicago Solder Co., Chicago, Il. 
Deuble- Duty Elbow Co., Aurora, Ill. 
tlwaukee Corrugating Co., 
Milwaukee, Wis. 
8. L. Products Co., 
Council Bluffs, Iowa 


ena AD + 


8. L. Products Co., 
Council Bluffs, lowe 





Soldering Furnaces. 
Bernz Co., Otto, Newark, N. J. 


Burgess Soldering Furnace Co., 
Columbus, Ohio 


Clayton & Lambert Mfg. Co., 
Detroit, Mich. 
Diener Mfg. Co., to 
Chicago, fll. 


Double Blast Mfg. Co.. 
North Chicago, Iil. 
Quick Meal Stove Co., 
St. Louis, Mo. 
Thermo Gas Furnace ©o.. 
Chicago, Ill. 


Soldering Supplies. 
Double-Duty Elbow Co., Aurora, Ill. 
Special Chemicals Co., 

i ghiand Park. Ill. 


> yo 
Diener Mfg. Co., G 


Chicago. Il. 

Hessler Co., H. E.. Syracuse, N. Y. 
Stars—Hard Iron Cleaning. 

Fanner Mfg. free Cleveland, Ohio 


Friedley-Voohenat o., 

Chicago, Til. 
Gerock Bros. Mfg. Co., 

St. Louis, Mo. 


Steel Stampings. 
American Tube & Stamping Co., 
Bridgeport, Conn. 


Stove Pipe Reducers. 
Allred Mfg. Co., ——— Ind. 
Milwaukee Corrugatin 

Milwaukes, Wis. 


Stoves—Cam 
Quick Meal Stove Co 
St. Louis, Mo. 
Stoves—Gasoline and Oll. 
Quick Meal Stove Co., 
: St. Louis, Mo. 


Reps Heater Co., Clyde, Ohio 


Cleveland Cooperative Stove Co 
Cleveland, Stic 
Cox Stove Co., Abram 
Philadelphia, Pa. 
Gray & Dudley Co., 
Nashville, Tenn. 
Oakland Foundry Co.. 


Belleville, Til. 

Peninsular Stove Co., 
Petroit, Mich. 
Quick Meal Stove C 
. Louis, Mo. 
Thatcher Co., Newark, N. J. 


Tacks. Staples. 
American Steel & Wire Co. 
Chicago, T!! 


Tile 
Peecora Paint Ce. 
Philadelphia, Pa. 


Davis Co., Inc, C. Chicago, Il. 
Granite City Steal Works, 
Milwaukee Cocrenane -ay Wis 
National Bnameling tea Stampi ping 
te City, Tl 


Osborn Co., The Me 4. A., 


land, Obie 
Taylor Co., N. & G., 
Philadelphia, Pa 


Tin— 
Berrington & King Perforating 
Co., Chicago, Il. 
8. 
Bertsch & Co., 


Cambridge City, Ina 
Chicago Elbow Machine Go. 


Oak Park, Ib 
Dreis & Krump Mfg. Co., 
Chicago, Ml. 
Great Lakes cupely Co., m 
Hopson & Co., or 
Rapids, Mich 


Marshalltown Mfg. Co., 
aren a 
Osborn Co., The J. M. & L. 
Cleveland, Site 
Peck, Stow & Wilcox Co., 


Conn 

Ryerson & Son, Inc., Joseph en 
Unishear Co., The, New York, N. Y. 
Sh Brie, Pa 


Viking . 

Whitney . Co, W. Ay 

Whitney Metal Tool Co. — 
Rockford, 1 


Clayton & Lambert Mfg. 
Diener Mfg. Co., G. W., =. 
Double Blast Se i = 
Quick Meal aess' te Co., ‘ 
St. Louis, Mo 
Copper & Brass Research As- 
New York, N. ¥. 
Extensi 


on 
Pittsburgh, Pa 

Trimmings—Stove. 
Fanner Mfg. Co., Cleveland, Ohio 


me eas 
genes 4, -.--® Co., Siege: i cage, Tn 
: is csecietinn. Pe 
Friedley-Voshardt o. = 
Hopson & Ce., W. C. 
Ra: Mich 


David Lupton’s Sons 
hia, Po 
Milwaukee Corrumaaee om 


waukee, Wis 
Royal Ventilator Go". 

jelphia, Pa. 
Standard Ventilator Oo Co., 


Sturtevant Co., Lawton Ls 


Ventilators—Ceiling. 
Baglesfield Ventilator Co., 
ndianapolis, Ind 
Hart & Coster, — 
Britain, Conn 
Henry went “: Fdy. Co. 
Cleveland, Ohio 
Independent Register Co. 
Cleveland, Ohio 
Tuttle & Bailey Mfg. 
“tw York 


Windows—Steel. 
David Lupton’s Sons Co., 
Philadelphia, Pe 


Wire—Electrical. 
American Steel & Wire Co., 
Chicago, Il 


American Steel Neel & Wire Co. 


Chicago, m 


Wire 
American Steel Pa oJ Co., 
Chicago, HM 


Coes Wrench Co., 
Worcester, Mass 
‘ Peru, il 


Merchant & Evans Co. 
Philadelphia Pa. 


New Jersey Zinc ue 
w York, NY. 
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LIGHTNING RODS—Dealers who are 
selling Lightning Protection will make 
money by writing us for our latest Fac- 
tory to Dealer ces. 
salesmen and save you all overhead 
Our Pure Copper Cable is en- 
dorsed by the Mutual Insurance Com- 

nies and hundreds of reliable dealers. 

rite today for samples and prices. L. K. 
DIDDIE CoO., Marshfield, Wis. 





For Sale—Plumbing, furnace and sheet 
metal business. Cen Western Illinois 
city of 3,500; growing fast; on to 
Ocean hwy.; water works and sewer just 
completed; demand for plumbing and 

s; 35 warm air furnaces will be so 
have 16 — y Complete outfit of- 
lumbers’ tools and tinn no 
to be bought; business established. Li- 
— ill Ty a; po only 
rt; w s an 
hen at work; well acquainted otk 


cement floor in 


work room, show room very light; rent, 
phone, light and heat $18. ee month. 
Will invoice about $1,500; $1,000 cash, 
balance six months, secured. Freight 


reasonable, from St. Louis by river 12 
hours, Chicago 48 Re = pet pepeoensy 
to carry e stock. eople pro $ 
six churches, splendid schools, factories, 
beautiful city, house rents reasonable. 
Must go west, real estate investments 
need attention. Address B-59, care 
AMERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago, Illinois. 16-3t 





For Sale — Combination plumbing and 
tinshop in one of the — est towns of 
3,500 population in Colorado. On paved 
highway to Denver, at the foot of the 
mountains, on the main highway to Deri- 
ver mountain parks. Ideal climate sum- 
mer and winter. Reason for selling this 
dandy busy shop, I am foins into the 
manufacturi business. t year was 
considered a dull year, but this shop aver- 
aged better than $1,000 per month. Plenty 
of work for plumbers and tinners the 
year around. Machines and tools practi- 
cally new. A dandy equipment, including 
1925 Ford ton truck.- Shop is on main 
business street. Fine location and good 
o peptanity for a hardware store if de- 
- . Only one other shop in_ town. 
Stock, tools and machines will invoice 
about $2,750. Better act quick if you want 
a dandy, clean, up-—to-da 
ness in a nice clean town with paved 
streets. New $200,000 high school. . Ad- 
dress B-67, care AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago, IIli- 
nois. 16-3t 


For Sale—Hardware and gonenry store. 
Double room; Illinois town. Business 
has been established many years and 
wish to retire. Good steady income. Good 
building. About $9,000 stock and equip- 
ment complete, $14,000. Reasonable terms. 
Mielke Brothers, Danville, Illinois. 17-3t 


For’ Sale or Lease—Best equip shop 
in Casper, Wyoming. Other ess re- 
quires my attention. Deal must be closed 
by May i For particulars write Box 150, 
Coaper. Wyoming. 17-8t 
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SITUATION WANTED 





For Sale—Only plumbing shop in town 
of 1400. Children finishing high school. 
Wishes to move to college town. Will 
sacrifice for quick sale. umbing, heat- 
ing, sheet metal, windmills and engines. 
Cleared $3,000 last year. Stock about $5,- 
000. Will sell stock and building for $7,- 
000. A chance for a live man. Ad- 
dress B-56, care AMERICAN ARTISAN, 
620 South Michigan Avenue, Culeage, 2, 
nois. 


For Sale—A hardware business; 
tively the biggest opportunity and choic- 
est location in northern Illinois. Commun- 
ity growing faster than a Florida boom. 
Owner wants to devote more time to his 
rapidly crowing Be business. In- 

1 nee 








voice about Terms. Address B- 
57, care RICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Illinois. 

15-3t 





For Sale—A sheet metal shop and fur- 
nace works -located in Wisconsin. lang 
established and .¥ location. Selling an 
installing about 200 furnaces per year. Ill 
health reason for selling. ill consider 
property in exchange located in Arkansas 
or southern Missouri. Address B-75, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 17-6t 


For Sale—Old established sheet metal 
and stove repair business, including 8-ft. 
cornice brake, roofing tools, squaring 
shears, etc., used Ford truck, also - 
ders. Doing good business. Reason for 
selling, must settle an estate. Address 
B-73, care of AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, es. 

t 





Situation Wanted—Young man with 16 
years’ experience in plumbing, heating 
and tinni Would like st y job the 
year around with some reliable . No 
- too big and none too small. Have 
owa and Illinois plumbers license. Can 
come by June 15th or sooner if neces— 
sary. ease state particulars when an-— 
swering as to wages, hours if steady 
work. Get in touch with me at once if 
you want a reliable man. Can read blue 
prints and run a shop. Address B-60, 
care AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, cminets. , 





Situation Wanted—By tinner and fur- 
nace man who can do plumbing. Twenty 
years’ experience; cut own patterns. 
Have ha experience with hardware. 
Wages and location not considered; I am 
married and wish steady position. Can 
come at once. Would like to hear from 
someone looking for a good man. Ad- 
dress J. R. Alexander, 313 Bridge St., 
Crookston, Minnesota. 16-3t 





Situation Wanted—By a gece all around 
plumber, tinner and steamfitter, also good 
on repair work. Am middle age, mar- 
ried and want steady position the year 
around. Am employed at present but 
want to make a change. Can come on 
short notice. Please state wages. Ad- 
dress B-71, care AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago, Illi- 
nois. 17-8t 





For Sale—Must sell at once; well es- 
tablished sheet metal business and stock, 
Se with ee hardware com- 

ny in adjoining bui ms Rent on 2,000 
eet floor space, tools and fixtures, $28.00. 
Good reason for selling. Will show profit 
to interested party. Thatcher Furnace 
Agency. Address Darling & Saxton, Wau- 
pun, isconsin. 17-3t 

For Sale—Sheet meta! shop in north- 
western Iowa. Full set tools. Good 
established business in town of 1500. No 
competition. Fine school facilities. Good 
territory. Excellent opportunity for a 
tinner and plumber combined. Address 
B-77, care AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, = 

-3t. 


“For Sale—On account of other interests 
taking all my time, will sell well estab-— 
lish going sheet metal and furnace 
business in prosperous Wisconsin city of 
10,000 population. Liberal terms and full 
co-operation. Address B-65, care AMER- 
ICAN ARTISAN, 620 South Michi 

Avenue, Chicago, Illinois. 16-3t 


Wanted—To buy a good clean hardware 
store doing an active business in a town 
of 1,500 or larger. State amount of bus-— 
iness done last year and the price you 
expect in answer to this ad. Address 
69, care AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 17-3t 

For Sale—A well uipped tinshop, lo- 
cated in a thriving little city near sev- 
eral lakes in southern Wisconsin. A snap 
for a good tinner who is a hustler. Ad- 
dress B-70, care AMERICAN ARTISAN, 
620 South Michigan Avenue, Caan 


nois. 
HELP WANTED 


WANTED-—? first class tinners and sky- 
light makers. Plenty of work all the year 
around. Job to sober and competent 
workman at good pay. Also can now use 
a good working foreman who can estimate 
and take charge of business when I am 
away. Delightful climate, never warmer 
than 96, cool breezes from the bay or gulf 
most of the time. State age. Wire or 
address, Box 1936, St. Petersburg, — 


























Wanted—A first class sheet metal 
worker; experienced in cafeteria and kit- 
chen equipment. Steady job for com- 
petent man. Address Omaha Fixture 
and Supply Co., 1101 Douglas St., Omaha, 
Nebraska. 16-3t 

Wanted—Tinner and handy man. $20 
per week with two furnished rooms. Mar- 
ried man preferred. Address C. Eckhard, 
512 E. Broadway, Alton, Illinois. 15-3t 

Wanted—At once, tinner that under- 
stands furnace work and all kinds of job 
work. Steady job the year around for 
right man. Wages $40.00 per week. Ad- 


dress J. H. Barnett, Dodge City, sansa. 














. a 


Situation Wanted — By a first-class 
sheet metal worker. Am able to lay out 
my own work. Can do inside and outside 
work. Am sober and reliable. Steady po- 
sition. Have had 15 years’ experience. 
Kindly state wages, hours and class of 
work you do in t letter. Can come at 
once. Address G. W. Mills, 217 Bast Du- 
bail Avenue, South Bend, Indiana. 15-3t 





Situation Wanted — By sheet metal 
worker and ace man, stove repairing. 
Have had four Pan 4 experience in 
ware store and selling farm machinery. 
Prefer western Montana, northern Idaho 
or Washington. Married. 44 years of age. 
Can start after the first week in . 
Address Geo. W. Burton, P. O. Box 127, 
Anaconda, Montana. 15-3t 





Situation Wanted—In central western 
states by competent plumber, fitter and 
furnace man. Middle age; have family. 
Have wide experience in the trades. Spent 
several years in some of the e east— 
ern shops. Am strictly temperate. Can 
handle the business in capacity of fore- 
man on a paying basis. Address Box 348, 
Saco, Montana. 17-3t 





Situation Wanted — By a first-class 
sheet metal worker. Am able to lay out 
all kinds of work. Am sober, steady and 
reliable. Kindly state wages and hours 
you work in letter. Address B-74, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 17-3t 





Situation Wanted—By first-class sheet 
metal worker and plumber. Furnace in- 
staller and radiator repairing. All general 
repairing. Would like position where there 
is plenty of work. Address B-68, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, iiinois. 17-3t 





Wanted—Steady position as plumber; 
also handy on steam or hot .water heat- 
ing. Also good gas engine mechanic. 
Married. Can furnish best of references. 
Address B-76, care AMERICAN ARTI- 
SAN, 620 South Michigan Avenue, Chi- 
cago, Illinois. 18-3t. 





Situation Wanted—By a practical all- 
around sheet metal worker with 25 years’ 
experience. Can lay out own work and 
erect same. State wages. Position must 
be steady. Address B-78, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 18-3t. 





Situation Wanted—By young man ex- 
perienced in furnace factory, is learning 
the sheet metal trade, and would like to 
get in shop doing inside and _ outside 
work. Address -54, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 14-3t 


When writing mention AMERICAN ARTISAN—Thank you! 











50 AMERICAN 


SITUATION WANTED 


BOOKS 





ARTISAN AND HARDWARE RECORD 


May 1, 1926 


SPECIAL NOTICES 








” Situation Wanted—By buyer and man- 
ager for retail hardware store. Have 
had 15 years’ experience in the retail 
hardware business; also 15 years’ road 
experience. Address B-46, care AMERI- 
CAN ARTISAN, 620 South Michigan 
Avenue, Chicago, Illinois. 13-3t 





Situation Wanted — By a first-class 
tinner and furnace man, experienced in 
all branches of the trade. Wisconsin 
preferred. Address B-39, care AMERI- 
CAN ARTISAN, 620 South Michigan 
Avenue, Chicago, Illinois. 13-3t. 





Situation Wanted—By tinner and fur- 
nace installer. Prefer shop that also does 
radiator repairing. Address Tinner, 426 
South Chicago Avenue, Freeport He 
nois. 





Situation Wanted—By a first-class sheet 
metal worker. Small town peoteeret Ad- 
dress B-53, care AMERICA RTISAN, 
620 South Michigan a Chicago, Il- 
linois. 14-3t 








TINNERS’ TOOLS 


Wanted—1 pair of No. 742% wide gauge 
roofing seamers to follow 1% and 1% 
roofing tongs. 1 roofing cleater and nail- 
er No. 997 for wide gauge; 1 No. 542 large 
turner; 1 No. 540 small Loner with 1% 
face; 1 No. 550 elbow edging machine 
with 1% face; 1 No. 986 skate ripper, also 
some stakes as follows—No. 949 double 
seaming with 4 heads; No. 958 teakettle 
stake with 4 heads. All tools and ma- 
chines must be in perfect working condi- 
tion. State what you have, its condition 
and price. Address Box 216, Saybrook, 
Illinois. 18-3t. 











For Sale—Three turning machines, dif- 
ferent sizes; burring machine, bench 
shears, 30-in. forming rolls, beading ma- 
chines, grooving machine, two wiring ma- 
chines, setting down machine, machine 
for seaming bottoms, several sizes, one 
bar folder, one pipe folding machine, t- 
ter beader and other small tools. rst 
check for $60 gets them at once. These 
machines have standards. Address B-64, 
eare AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 17-3t 





For Sale—8-ft. Chi o steel brake, No. 
4, for 18-gauge and lighter iron. Good as 
new; has not been used enough to scratch 
the paint but a little. $125.00 buys it. F. 
o. b. cars. Alse 20-inch P. S. & W. ad- 
justable bar folder; as new; $20. Ad- 
dress B-58, care AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago, Illi- 
nois. 15-3t 





Wanted — Set of 30-inch squaring 
shears. Must be in good shape and a bar- 
ain for cash. Address B-66, care AMER- 
CAN ARTISAN, 620 South > 
Avenue, Chicago, Illinois. 16-3t 


Order your books now with your re- 
newal to AMERICAN ARTIS. a Ln 
on gs 10 cent on your © eh a aan 

Subscription to 


GRTISAN 1 $3.00 for 2 years. -— - ~ 1 
vantage of this saving also. 





The “Home Tygtrection for Sheet 
Metal Workers * by William Neubecker, 
and edited by Frank X. Morio, contains 
facts that you want to know and know 
how to use. A practical instruction man- 
ual for the apprentice, mechanic and 
master sheet me worker, covering the 
course of instruction given students in 
the sheet metal ot Capactapent at the a 
York Trade ge — - 
preparing full-size details from - 
tects’ blueprints, developing patteres ae 
bending on the brake and setting the 
work together. Chapters on skylight and 
pitched skylights, stationary and mov- 
able 0 gg wn sash,’ gearing, etc. 
400 pages, illustrations, bound in 
cloth, th 15 S toldine Plates bound sepa- 
rately. Price . Order from the Book 
Department, AMERICAN ARTISAN, 620 
South Mich Avenue, Chicago, Illinois. 


~~ SPECIAL NOTICES 








rate of $3.06 per inch per in- 
sertion. 


ATENTS 
serine Bag 


WANTED 


l—Power driven circle shear and flanger. 
i1—Set power driven forming folis, 4%” cap. 
1—Any length from 56’ 0” to 8 0”. 
1—Brake 8’ 0” capacity 14 gauge. 
i—Hand operated slitting shear, 4%” cap. 
All machines must be in a guaranteed con- 
dition. State capacity, and manufacturer's 
name, and place where machines may be in- 
spected. Address L-62, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 16-3t 


FOR SALE 


Weatherly’s Furnace and Sheet Metal 
Works in Grand Rapids, Michigan. A 
good opportunity for somebody. Long 
established and a good location. IIl 
health cause of selling. Address C. S. 
Weatherly, 949 Cherry Street, S. E., 
Grand Rapids, Michigan. 14-3t 














For Sale—Complete set of tinners’ and 
roofers’ tools. Part new and all in A-1l 
condition. Closing out tin shop. A bargain 
in tinners’ tools. Write for price list. Al- 
so set of plumber’s tools. W. L. Salyers, 
Carrollton, b 17-3t 





For Sale—One Peck Stow Wilcox No. 
130 “A” uare Shears in good condition. 
$30.00. dress Metzger Sheet Metal 
Works, 144 North Edwards Street, Kala- 
mazoo, Michigan. 14-3t 





For Sale — One Peck-Stow-Wilcox 30” 
square shear in first-class condition and 
priced reasonable. Address B-72, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 17-3t 





For Sale—One set of tinners’ tools in 
good shape. Complete except brake. For 
information write J. A. Conrad, 860 Vine 
Street, Beloit, Wisconsin. 15-3t 


Wanted—To buy a second hand circular 
shear in good condition. Address Johnson 
Heating Co., 3449 Seuth Broadway, Engle- 
wood, Colorado. 18-3t. 


anted—One 10-foot steel brake, one 
30- uch or 36-inch adjustable bar a 
Write Pioneer Cornice Works, 150 N. Ww. 
‘5th St., Miami, Florida. 15-3t 








CAN YOU USE THESE 
PIPELESS FURNACE 
GRATINGS 


2- 30x30 Cast Duplex OC 
3- 40x40 Cast Duplex OC 
4- 45x45 Cast Duplex OC 


Best offer takes them 
Write today to— 


JACK STOWELL 


14 SOUTH LA SALLE ST. 
AURORA, ILLINOIS 


SALESMEN WANTED 


We are looking for several 
good, wide-awake salesmen, not 
necessarily experienced in the 
furnace business, to represent a 
thoroughly established furnace 
line in Minnesota, central Wiscon- 
sin and northern Illinois. Please 
state qualifications and past expe- 
rience in first letter. Address L-63, 
care AMERICAN ARTISAN, 
620 South Michigan Avenue, 
Chicago, Illinois. 15-3t 





WANTED 


At once, experienced representative 
to sell a high class and well known line 
of all kinds of stoves and furnaces in 
western New York. Address L-59, 
care AMERICAN ARTISAN, 620 





South Michigan Avenue, Chicago, 
Illinois. 14-3t 
WANTED 
SALESMANAGER 


Eastern salesmanager wanted by large 
Gas Range Manufacturer. Must be in posi- 
tion to do considerable traveling. Salary, 
bonus and expenses to right party. Apply 
giving full details. Address L-64, care 
AMERICAN ARTISAN, 620 South Michigan 
Avenue, Chicago, Illinois. 16-1t. 





FURNACE BUSINESS 


FOR SALE—Established 30 years at 
Grinnell, Iowa. Retail. Death of 
owner cause of selling. Good oppor- 
tunity. Small capital required. Shop, 
garage, dwelling on ground. May be 
rented. Address Lillie M. Griffith, 
Executrix, Grinnell, lowa. 18-2t. 





RETAIL FURNACE 
SALESMAN 


Experienced in Old House Business with a 
thorough knoaviedge of heating engineeting. 
desires to make a change. Chicago teérri- 
tory only. Capable of founding a furnace 
and cabinet heater organization. Address 
L.-61, care AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 16-3t 





C. G. HUSSEY & CO. 


Rolling Mills and Office, 


PITTSBURGH, PA. 
Manufacturers of 

SHEET COPPER, BOTTOMS, pots. 
COPPER, TINNED and POLI 
COPPER, NAILS, SPIKES, RIV =r, 
‘ P IPE, EAVES 

s SHOES, 
; CRIMPED OPPE 
SHEETS, COPPER WALL TIES, 
COPPER LATH, ETC. 

Warehouses in New York 
Philadelphia, Cincinnati and Chitago 
Member, Copper & Brass Research 
Association 











When writing mention AMERICAN ARTISAN—Thank you! 
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Save on Books by Ordering With Your Subscription Renewal 


The Universal Sheet Metal Pattern Cutter Vols. 1 and 2 
By Neubecker 

ERE are two books that can’t be beat. They are the most 

practical and useful treatises on the subject. 

Work of all the branches of the trade and the broadest scope 
of details are found—inside and outside work—smal! jobs and 
the most complicated are shown, explained and profusely illus- 
trated, 

The first volume deals with all types and kinds of inside 
small and large sheet metal work, 

The second volume of this practical work deals with the more 
advanced branches of sheet metal work, ia fact is largely de- 
voted to the architectural end of the business, It consists of 
400 double column pages and is illustrated with 711 engravings 
showing all methods under treatment, as well as perspective 
views of the subjects of the patterns, and other demonstrations 
in their finished state. It includes drawing, full sized detailing 
and lettering. development and construction of sheet metal 
cornices and skylights, leaders, copings, pediments, circular 
work, dormer and bay windows, sheet metal ornamentations, 
electrically illuminated signs, hollow metal windows, frames 
and fire doors, metal roofing, etc. 

The volumes are bound in heavy cloth and each measures 
9x12 in. Each contains over 380 pages and 680 original draw- 
ings. Price $7.50 euch. 

Exhaust and Blow Piping 
By Hayes 

XHAUST and Blow Piping has had an unusually big demand, 

A fresh supply is now off the press and is in our hands for 
immediate delivery. It has an invaluable treatise on the plan- 
ning, cost, estimation and installation of fan piping in all its 
branches giving all necessary guidance in fan work blower and 
separator construction, 159 pages, 5x8. 51 figures, Cloth, $2.00, 

Manual of Automotive Radiator Construction and Repair 

By F. L. Curfman and T. H. Leet 
NYONE interested in Radiator Kepairing will find the 185 
pages of practical instructions and the 120 illustrations 
showing actual construction and repairing a big help. In a con- 
densed manner some four to five thousand answers to questions 
are given. It is thoroughly practical as both authors are men 
of wide experience in this work. Printed in large, easy to read 
type. Measures 5% x9 inches. Price $2.50. 
Sheet Metal Duct Construction 
By Neubecker 
TREATISE on the construction and erection of heating and 
ventilating ducts, including the cutting and forming of the 
metal, the laying out of. the elbows etc. A practical expert 
wrote this book and you'll find that it covers the subject thor- 
otghly. By William Neubecker. Bound in cloth, 194 pages, 
217 illustrations. Size 5% x 84% in. Price $2.00, 
Sheet Metal Workers’ Manual 
A™=Yv book produced by the combined efforts of L. Broemel, 
a practical man, and the late Professor J, S, Daugherty, in- 
structor in Sheet Meta! Work at the Carnegie Institute of Tech- 
nology, Pittsburgh. Pattern drafting is its biggest feature; not 
only tells how to make the pattern, but how to develop it with 
modern machines and tools; gives valuable assistance on gsol- 
dering, brazing, welding, crimping, beading, straight, circular 
and irregular cutting, in fact covers every angle of the trade, 
Bound in leatherette; 500 pages; more than 400 pen drawings 
and illustrations. Price $2.00. 
Essentials of Sheet Metal Work and Pattern Drafting 
By Professor J. S. Daugherty 

NVALUABLE to the sheet metal worker, contractors and in- 

structor, as well as an elementary and advance course for 
vocational and trade school students and apprentices. Some of 
the subjects covered are pattern cutting, soldering, edging, wir- 
ing, radial line .development, pipes, elbows, miters, pitched 
covers and flaring articles, pipe intersections and tee joints, 
181 pages, substantially bound in blue cloth; profuseful illus- 
trated. Price $1.50. 

The Ventilation Handbook 
By Charles L. Hubbard 

PRACTICAL book designed to cover the principles and prac- 

tice of ventilation as applied to furnace heating; ducts, flues 
and dampers for gravity heating; fans and fan work for ven- 
tilation and hot blast heating by means of a comprehensive 
series of questions, answers and very plain descriptions easy to 
understand, Price $2.00. 
Kinks and Labor Savings Methods for Sheet Metal Workers 

Vols. 1 and 2 

OLUME I. There are hundreds of ideas and expedients, all 

contributed by sheet metal workers throughout the country, 
illustrated by cuts and original drawings. Cloth bound. Size 
4%x7 in, Price $1.00. 

Volume II written in same popular style as Volume I. Places 
at your disposal a comprehensive collection of ingenious ways 
of executing many practical tasks in much more simple way 
than if done in the regulation manner. Also contains special 
articles on Automobile Repairing; gives a very practical series 
of illustrated directions on erecting metal ceilings with ten 
guide rules which will save time, trouble and expensive mis- 
takes. Price $1.00. 
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When you start to compare Milcor production of “footage”’ 
materials with mileage around the world, you become thor- 
oughly impressed with the fact that “Your Trade A.ppre- 
ciates Milcor Quality”. Each year Milcor produces enough 
Eaves Trough, Conductor Pipe and Trimmings to reach 
in an unbroken line, end to end, from Milwaukee to Manila 
(Philippine Islands). Such popularity, growing greater 
every year, emphasizes the confidence of sheet metal men, 
contractors, architects and owners, in the Milcor line. 





pa 


“Oh, Yes! MIL COR_»’—the Popular Line! 


AAs products are known. They 
are accepted as the standard of 
quality. The buyer has the “Oh, yes!” 
attitude when you mention Milcor. 
Sales come easier—satisfaction remains 
—and conviction of true value brings 
repeat business. 
Service, too, is a big factor in Milcor’s 
increasing popularity. Regardless of 


whether you are buying many carloads 
or a small, LCL, emergency order, you 
are assured of speedy service from 
Milcor stock, from the Main Plant or 
any of the Branches. The Milcor or- 
ganization has been built up to main: 


tain service. You can depend on it. 


Consult your Milcor Net Price Book daily. 
Sell the COMPLETE Milcor Line. It pays! 
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Milcor Products are now available in Steel, “Coppered Metal”, Pure Zinc, Pure Copper, or in 


Ingot y " Iron 


MILWAUKEE CORRUGATING COMPANY, Mitwauxes, Wis. 
CHICAGO, ILL. KANSAS CITY, MO. LA CROSSE, WIS. 


MILCO 


QUALITY SHEET METAL PRODUCTS 


Is Yours a Milcor ARMCO 


Write for Details on the Milcor 
Ingot Iron Shop? 


ARMCO Merchandising Plans. 





